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PERPETUAL CALENDAR THRIFT BANK 


A modern addition and brilliant companion to the famous Book 
Calemeter, successfully used by thousands of life underwriters 
throughout the country during the past four years. . . . Now the 
ESTATER in its rich ornamental design is even greater in effective- 
ness as a sales closer and business builder. 


CREATE AND BUILD 
BIGGER INSURANCE ESTATES WITH ESTATER 
Increase Your Earning Power 


ESTATER provides you with a powerful medium for securing addi- 
tional business from present clients. It helps you make new contacts 
—arouse immediate interest—interview more prospects and close 
more sales. 


MAKE THE MOST OF YOUR SELLING OPPORTUNITIES 


Concentrate on Closing Every Possible Prospect. Be prepared to 
overcome and refute those stock objections “I have plenty of insur- 
ance.” ‘See me later.” Show how the ESTATER’S ingenious calen- 
dar feature encourages daily saving—A Coin A Day is required to 
keep the calendar up to date. This bit of mechanical magic convinces 


how easy it is to accumulate the premium out of spare change and 
quickly brings you to your objective—the signed application. 


ADVERTISE YOURSELF—IT PAYS! 


The new ESTATER makes it easy to save—easy to sell. Creates good- 
will and a continuous flow of new prospects. Life underwriters every- 
where, agency managers, general agents and many Home Offices 
endorse its definite value as an aid to selling more insurance. PROFIT 
WITH ITS USE. 


ESTATER CALEMETERS ate furnished complete with key, plastic 
base, date adjustor key, also window on back for agent’s name, tele- 
phone number and company name. Beautifully finished in assorted 
colors with lustrous chrome trim. 


AGENCY MANAGERS and GENERAL 
AGENTS 


If you want increased production, greater ac- 
tivity and enthusiasm among your fieldmen, 
the new ESTATER provides an interesting 
incentive and driving force. Send for samples 
and details of our Cooperative Plan and the 
savings you can affect for your agents. WRITE 
TODAY. 


map tecusees ZELL PRODUCTS CORP. icwrvonx.n.v. 


FRIDAY, SEPTEMBER 24, 1937 
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One GOOD PICTURE is worth a 

thousand words,” says the Chinese prov- 

erb. This picture, reproduced from 
Union Central’s August magazine ad, 
contains a full sales talk for fathers on 
the need for money-every-month pro- 
tection . . . an income continuing over 
the many years till those uncertain baby 


hands grow big and capable. 


The made-to-order solution for this 
problem every father faces is Multiple 
Protection ...a plan so practical for 
fathers, so easily salable that it has 
accounted for over 40% of Union Cen- 


tral’s recent business. 


The UNION CENTRAL LIFE Insurance Company 





CINCINNATI, OHIO 





WHAT CAN YO 
GROW HERE 


We Grow Men! 


U 








L 





There’s a story told about an immigrant landing on the shores 
of America, eager to find land and plant his crop. 


Spying a grizzled pioneer at a corner of his field, the immi- 
grant approached and asked “What Can You Grow Here?” 


The old pioneer lifted his weather-worn face, and replied 
“Partner, we grow men here!” 


In much the same spirit, this institution 
surveys its field force of some 3500 men who 
serve it in twenty-one states stretching from 
the Atlantic to the Pacific. 


“We grow men here, too.” 


... ambitious men; trustworthy men; men 
who forge ahead to earn for themselves the 
commanding positions awaiting them in an 
ever growing organization. 


We’re proud of the growth and the record 
it has been our privilege to make in recent 
years—but we’re more proud of the men 
who made those records. 


We grow men here—and when we stop 
doing that, we ourselves shall no longer grow. 





The NATIONAL LIFE AND 
KD ACCIDENT IvsuranceCo.,Inc. 
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Code Proposals 

for Life Policies 
‘Released in N. Y. 

: Restrictions Mainly Aimed 


at Annuities and Mort- 
gages; Higher Surplus 








NEW YORK—Some of the changes 
affecting life insurance in the proposed 
new New York insurance code are re- 


' feased this week by the New York de- 


partment. Most of the contemplated 
revisions are to give needed clarifica- 
tions and to incorporate in the law es- 
tablished practices, departmental rulings 
and opinions of the state attorney gen- 
eral, which though having virtually the 
force of law are not actually on the 
statute books at present. 

Changes mentioned in the depart- 
ment’s outline would have little effect 
upon life company operations as at 
present conducted. Company policy is 
generally more conservative than the 
proposed rules would demand. 
Mortgage Limitations Specified 


Proposed investment changes include 
a limitation of home office properties to 
10 percent of total admited assets; limi- 
tation of any individual mortgage to 2 
percent of total admitted assets, and pro- 
vision that mortgage loans aggregating 


* more than 15 percent of total admitted 
asses would be required to have amor- 


tization agreements so that over a pe- 
riod of years there would be an ulti- 
mate reduction to 50 percent of the 
value of the mortgaged property. At 
present there is no statutory limit on 
these points. 

Some believe that an exception to the 
amortization provision should be made 
in the case of sale of foreclosed prop- 
erties owned by life companies. Their 
cantention is that everything within rea- 
son should be done to facilitate the sale 
of the large volume of properties now 
owned by life companies as a result of 
defaults during the depression. 


Investment Standards Set 


Proposed changes in connection with 
corporate obligations and securities have 
mainly to do with the relating of mini- 
mum standards to generally accepted 
tests of investment qualifications. The 
liberalization adopted this year as an 
amendment to Section 100 of the pres- 
ent law has been continued. This pro- 
vides that instead of the eligibility re- 
quirement being a record of 4 percent 
earnings on its capital stock for the pre- 
vious five years, this record need have 
been rhaintained only for three out of 
the previous five years, including the 
last two. Also the 4 percent require- 
ment would be based upon coverage of 
fixed charges with modifications applic- 
able to secured obligations, debentures, 
income bonds and guaranteed stocks. 
Alternatives are provided om the basis 
of investment ratings. Earnings quali- 
fications for preferred stock have been 

(CONTINUED ON PAGE 12) 





Complete A'L.C. Agency 
Section Program 





Richard Boissard, Waddell, Mc- 
Andless, Cross and Hunter to 
Address Session Oct. 13 





The program for the meeting of the 
Agency Section of the American Life 
Convention in Chicago the afternoon of 
Oct. 13 is announced. Nautical subjects 
have been assigned to the speakers. 

E. B. Stevenson, Jr., vice-president 
National Life & Accident, will preside 
as chairman, and H. W. Manning, as- 
sistant general manager Great-West 
Life, the secretary, will assist. Mr. 
Stevenson will outline points in the 
agency problems of the day. 

Richard Boissard, vice-president Na- 
tional Guardian Life, will speak an 
“Mapping Your Course;” J. M. Wad- 
dell, agency manager Pilot Life, “Fol- 
lowing the Compass.” Two addresses 
on “Reading the Log” will be given, by 
A. J. McAndless, executive vice-presi- 
dent, and C. F. Cross, second vice-presi- 
dent, Lincoln National Life. 


Gordon Hunter to Speak 


D. Gordon Hunter, vice-president and 
agency manager Phoenix Mutual, will 
close the speaking part of the program 
with “A View from the Bridge.” There 
will follow the business session and 
election. 

T. A. Phillips, president of the A.L.C. 
and of Minnesota Mutual Life, and 
Harry R. Wilson, vice-president Ameri- 
can United Life, were in Chicaga con- 
ferring with Manager C. B. Robbins 
over program details. The executive 
committee will meet Monday, the open- 
ing day of the meeting. The executive 
session of the membership will start at 
7:30 p. m., Wednesday 

Changes will be made in the execu- 
tive committee. Four members’ terms 
expire, those of Mr. Wilson, H. K. 
Lindsley, president Farmers & Bankers 
Life; W. T. Grant, president Business 


Men’s Assurance, and C. . Craig, 
chairman National Life & Accident. 
Probably Messrs. Grant, Craig and 


Wilson will be reelected. T. A. Phil- 
lips, the retiring president, by custom 
will go on the committee. Julian 
Price, president Jefferson Standard Life, 
and G. S. Nollen, president Bankers Life 
of Des Moines, are holdover members. 

Pacific Mutual Life has been elected 
a member of the American Life Con- 
vention. The A. L. C. membership now 
tatals 140. 





August Has Gain 
In Ordinary Line, 
Year Also Ahead 


Production of ordinary life insurance 
was 2 percent ahead for August and 5 
percent ahead for the first eight months, 
according to the Life Insurance Sales 
Research Bureau figures, which have 
been broadened to cover sales of or- 
dinary, exclusive of group of all United 
States companies. Increases were shown 
in all sections of the country for the 
year to date and in the new England, 








Social Security Stimulates 
Group Life Program Sales 





Expect Three Federal Pension 
Changes—Private Plan Exemp- 
tion Doomed 





The social security act pension provi- 
sions have had a stimulating effect on 
group life sales this year, according to 
a well informed regional executive of 
a large group writing company. The act 
has impressed upon employers not only 
the need but the desirability of providing 
for the retirement of older employes. 
In a number of cases private pension 
plans have been readjusted to coordi- 
nate with the provisions of the social 
security act. Many other employers are 
waiting for revision of the act before 
they will make a change in their pension 
programs. Some of the changes made 
keep the benefits at the former level, 
taking into consideration the social 
security act benefits, while others re- 
tained the old pension scale and have 
accepted the social security provisions in 
addition. 


Expect Three Changes 


It is expected that three principal 
changes will be made in the social se- 
curity act. It is probable that the pay- 
ments will start in 1939 instead of 1942 
and that the present 1 percent tax will 
be retained or at the most only a slight 
increase will be made. Under the pres- 
ent provisions the tax will be gradually 
increased until it is 3 percent for both 
the employer and employe. In the first 
three years it remains at 1 percent, so 
there is no need for an immediate 
change in the act on this provision. 
Sentiment is growing for a pay as you 
go plan so that the present reserve re- 
quirements will undoubtedly be modi- 
fied. 

The reserve set-up has been one of 
the most vulnerable points in the pro- 
gram. : 

The proposal to exempt private pen- 
sion plans from the social security act 
will probably not be revived, according 
to this executive. It is held that the 
government is the logical common de- 
nominator in a broad pension program. 
Complications would arise if the gov- 
ernment gave its approval to private 
pension plans by exempting them and 
later on such plans did not meet their 
obligations. Under the government pro- 
gram an employe changing his job is 
transferred on the social security rec- 
ords to his new employer and his ac- 
count continues without change. 

The changing employe under private 
pension plans usually has his principal 
refunded and he starts a new pension 
plan with his new employer. As few 
individuals work for only one employer 
during a life time, a common denomi- 
nator plan which facilitates transfers and 
maintains the principal intact, is desit- 
able. 








east north central, west north central, 
east south central and mountain sections 
for August. The Pacific coast held its 
own and slight decreases were regis- 
tered in the middle Atlantic and west 
south central sections. 





Life Advertisers 
Get Good Results 
On Panel System 





Thorough Discussion of 
Practical Problems Effec- 
tually Secured 





NEW OFFICERS ELECTED 


President—C. T. Steven, Phoenix 
Mutual. 

Vice-president —J. H. McCarroll, 
Bankers Life of Iowa. 

Secretary—W. L. Camp, Connecticut 
Mutual. 

Treasurer—Karl Ljung, Jr., Jefferson 
Standard. 

Executive committee—C. C. Flem- 
ing, Life of Virginia; A. Scott Ander- 
son, Equitable of Iowa; C. Sumner 
Davis, Provident Mutual; R. G. Rich- 
ards, Atlantic Life; M. S. Crockford, 
Excelsior Life; H. V. Wade, American 
United, and Seneca M. Gamble, Mas- 
sachusetts Mutual. 


By H. J. BURRIDGE 


OLD POINT COMFORT, VA— 
Advertising, sales promotion and agency 
men and their wives, a group of 120, 
met here during the first three days of 
this week, for the fifth annual con- 
vention of the Life Advertisers Associa- 
tion. It was the best attended and prob- 
ably the most interesting meeting in the 
association’s history. The organization 
has just reached a new membership high 
of 138, representing 98 companies. 

Its newly elected president, the vet- 
eran “Cy” T. Steven, Phoenix Mutual, 
is popular and widely known, and a year 
of greater usefulness under his leader- 
ship is a certainty. 

What stands out clearly is that those 
composing the L. A. A. membership are 
now much more than advertising or pub- 
licity men. Instead, they are sales pro- 
moters, builders of business getting 
campaigns, and closely allied to the 
agency departments of their companies. 
They think in terms of the agency de- 
partment. As a result they have gone 
miles beyond the “what is the best type 
to use” stage. 


“Panel” System Effective 


Outstanding at this meeting was the 
use of the round table method of discus- 
sion. But they called them panels in- 
stead of round tables, and those partici- 
pating in them were referred to as the 
panel personnel. What they were called 
is not nearly so important as the results 
that this plan produced. There was a 
chairman of each panel, to use the high 
sounding name, and from three to five 
speakers. Each man discussed one phase 
of the subject. In this way every angle 
was covered, and when the end came the 
topic had really been handled from A to 
Z. Nothing but praise for this proce- 
dure was heard. 

The typographical expert of the L. A. 

(CONTINUED ON PAGE 106) 
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Observations by a Liberal President on Life 


Insurance Conditions Today 


President H. A. Behrens of the 
Continental Assurance of Chicago, was 
the chief speaker at the first session of 
its agency convention held this week in 
its home city. He is always penetrating 
and robust in his expressions. His ad- 
dresses are always unique in that he 
initiates ideas that show independent 
thinking. 

Mr. Behrens stated that many confus- 
ing technical discussions have appeared 
with reference to declining interest rates 
and their effect on life insurance costs. 
It is true, he said, that the world at 
large is in a period of sub-average inter- 
est earnings. This fact has made it wise, 
in the interest of new applicants for 
non-participating insurance, to raise the 
premium rates somewhat. It is also true 
that the low interest rates have affected 
to a degree the dividends under partici- 
pating policies. 


Other Factors Prominent 


However, Mr. Behrens pointed out it 
should not be concluded from this that 
the increasing cost of life insurance is 
due entirely to interest rates or even 
that interest rates are the largest fac- 
tor for making this increased cost. A 
large part, he said, is due to increased 
operating costs including such items as 
increased salaries, particularly in the 
lower levels, in an attempt to keep pace 
with the rise in living costs, various 
forms of increased taxes and the in- 
creased cost of such commodities as pa- 
per, rents and similar necessities. 

President Behrens emphasized the 
fact that the strength of life insurance 
from an investment standpoint rests in 
the theory of averages, which is applied 
to investments in the same way that it 
is to mortality assumption. A well con- 
ducted company invests its funds cur- 
rently in the highest grade of securities 
at the current rate of interest obtainable. 
It does this over many years in times of 
high interest rates and low. It, there- 
fore, is able to give the benefit of an 
average rate of interest not averaged 
over a year or five years but over many 
decades. Agents, he said, have always 
realized the strength of averages as ap- 
plied to the mortality rate. It is well 
for them to realize with equal force the 
tremendous strength of averaged inter- 
est earnings. 

So far as the Continental Assurance is 





concerned, he said there is not a single 
bond in its portfolio which is in default 
of interest. As of Sept. 1, the interest 
return on its bonds, mortgages and pre- 
ferred and guaranteed stocks was 4.29 
percent, which is one-eighth of 1 per- 
cent less than a year ago and two-fifths 
of 1 percent less than two years ago. 
The margin over that required to main- 
tain reserves has increased. 

The increase in insurance in force as 
of Sept. 1, he said, is slightly under 
$18,000,000. As of Dec. 31, it is hoped 
to pass the $20,000,000 mark. The great 
$100,000,000 of life insurance in force 
was reached after 15 years of operations. 
The second $100,000,000 was achieved in 
nine years. The officials, he said, are 
now working on the third $100,000,000 
and it is probable that it will be achieved 
in five years or less. 

He spoke of the new Illinois insur- 
ance code, pointing out that it has 
greatly strengthened the protection of 
policyholders interests and he stated 
that it furnishes “the strictest and most 
complete and modern insurance statutes 
now in existence.” 

Mr. Behrens dwelt on the modern 
system of accident and health insurance 
protecting against a temporary loss of 
future earning power of the individual 
and life insurance which protects against 
the permanent and total loss of the same 
earning power. Life, accident and health 
insurance, he said, have now grown to a 
point where the premiums paid for these 
forms of security are many times as 
great as the premiums paid for all other 
forms of protection combined. 

Mr. Behrens declared that the view- 
point of agents should be changed if it 
is not already as they should not look 
at life insurance as a thing apart, as 
something mysterious and different from 
any other form of insurance. The 
speaker said that the officials of his com- 
pany do not advocate that an agent 
should become an expert in all lines but 
they do maintain that he who does not 
first make sure that his client’s earning 
power, which is his greatest asset is 
protected by life, accident and health in- 
surance, is not doing his full duty. 

‘Mr. Behrens took a shot at some of 
the complicated and furbished sales 
technique. His company believes in sales 
plans. 


Furthermore he was not criticising 





the plans of those salesmen whose field 
of endeavor is among wealthy clients or 
those who have special problems, large 
investments, inheritance taxes and sim- 
ilar issues. Such cases, he said, present 
special technical problems and must be 
handled on a more technical basis. 

In the aggregate, however, as respect 
to life insurance now in force and more 
particularly as respects the increase in 
life insurance in force during the next 
few years, he contends that these spe- 
cial cases constitute a very small per- 
centage of the whole. The tremendous 
possibility of expansion for life insur- 
ance in the future in his opinion lies in 
the path of average good citizens. The 
agent, therefore, who knows best how to 
handle that sort of business will be the 
most successful in the future. 


Dealing with Average People 


Mr. Behrens, however, after pointing 
out the fact that the average agent deals 
with the average man, gave thought to 
the following observations: 

“T am inclined to think that part of 
the responsibility for putting a lot of 
mystery in the minds of insurance men 
with regard to life insurance is the fault 
of those companies which write life in- 
surance. I would not go so far as to 
say that all the paraphernalia of sales 
technique of wearing a certain sort of a 
tie and having a fountain pen poised in 
mid-air a certain number of minutes 
after beginning an interview and of pro- 
gramming and all the rest of it do not 
do some good. But, viewing the thing 
broadly, I think they do more harm than 
good. They make one think that the sell- 
ing of life insurance is a cross between 
an amateur magician’s trick and the fer- 
vor of a revivalist. The fact is, life in- 
surance, like all other insurance, protects 
against the loss of something very con- 
crete and valuable and any intelligent 
man can see that the premium charged 
for that loss is relatively small and the 
contract indemnifying against that loss 
relatively simple. 


Great Values Unprotected 


“Speaking of that, while we love to 
mention the 100 billion dollars of life in- 
surance in force in this country, it is 
not a fact that this is a very small sum 
compared with the values it seeks to 
protect. The great mass of average citi- 





zens is woefully underinsured. What ; 
the use of talking about programming 
the insurance of an average risk when fy 
has not first become convinced of the 
value of that earning power which |, 
should insure. You don’t need a degre 
nor a suit of clothes of a certain colo; 
to convince a man that he must. insure 
his home against loss from fire. Why 
therefore, all this so-called master sales. 
manship to have him adequately pro. 
tect his earning power? 

“We need this newer idea of life jp. 
surance salesmanship. We need to re. 
alize that the great bulk of life insurance 
to be placed on the books of life insur. 
ance companies in the future is on the 
life of the average citizen . . . the chap 
who has been congratulating himself oy 
carrying $5,000 of life insurance for the 
benefit of his wife and children and who 
does not realize, or, perhaps, does not 
want to realize that this provision will 
take care of them for a pitifully short 
period of time. We must all learn, com. 
panies and agents, that we must adapt 
our selling practices practically to the 
buying ideas of the public. The public 
wants protection. The average man 
wants security. Life insurance is there 
to give it to him. Give it to him simply, 
in a package that he can understand.” 

Speaking of the Continental Assur- 
ance opening a participating department, 
he said that the object was to adapt a 
selling plan to the buying ideas of the 
public. Agents, he thinks, should be 
fully equipped as to have the minimum 
amount of sales resistance. 


Views as to the Future 


Mr. Behrens is essentially an optimist 
and sees in the future a roseate view. In 
that connection he said: 

“The great opportunities in life insur- 
ance are ahead of us and not behind, 
Thirty odd years ago, on leaving col- 
lege, I deliberately entered the life in- 
surance business because I believed then 
that its opportunities for a young man 
were greater than any other activity. | 
say with all sincerity that the present 
points even more unmistakably to insur- 
ance and especially life insurance as the 
outstanding opportunity for the man of 
principle, background and energy. My 
close social friends have sons at the age 
when a decision must be made by them 
as to their line of business activity. I, 

(CONTINUED ON PAGE 13) 





LEADERS IN LIFE ADVERTISERS GATHERING 














Cc. T. STEVEN, President 
Phoenix Mutual Life 





Cc. C. FLEMING, Retiring President 
Life of Virginia 





L. J. EVANS, Retiring Secretary 
Northwestern Mutual Life 



























KARL LJUNG, Treasurer 
Jefferson Standard Life 
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Cummings Lists 10 


Chief Objectives 


for the Next Year 





National Association Presi- 
dent Outlines Program of 
Organization Activities 


Ten specific objectives of the National 
Association of Life Underwriters for 
the convention year 1937-1938, in ac- 
cordance with the association’s consti- 
tutional objects, have been outlined by 
President O. Sam Cummings of Dallas, 
in a pamphlet sent this week to officers 
of all local associations. The complete 
outline was prepared by President Cum- 
mings and Vice-president Holgar J. 
Johnson of Pittsburgh, who met at the 
association’s executive offices in New 
York all last week to lay out a blue 
print of objectives, consider committee 
appointments and formulate the year’s 
program. 


Seek to Advance Knowledge 


, 


“The Objects of the Association,” as 
stated in the organization’s by-laws, 
were used by President Cummings and 
Vice-president Johnson as a groundwork 
in the preparation of the year’s work. 
Directly in line with the constitutional 
declaration, “To advance public knowl- 
edge of legal reserve life insurance and 
its uses,’ are the first two objectives 
as stated by the new administration: 

1. To vigorously promote a program 
to advance public knowledge of legal 
reserve life insurance and its uses. 

2. To develop the broadest possible 
use of all distributive channels for the 
dissemination of information regarding 
the institution of life insurance and its 
field representation. 


Cooperate for Advancement 


Next in the series are four objectives 
that have become synonymous with the 
progress of the National association, and 
reflect the organization’s expressed de- 
termination to advance toward “higher 
standards of ethical conduct,” “increased 
knowledge” and “service through local 
associations:” 

3. To emphasize the responsibility 

and opportunity for cooperation between 
our organization, the companies, and al: 
groups and organizations within and 
without our business related to serving 
the life insurance policyowner. 
_4. To cooperate with the American 
College of Life Underwriters and the 
National chapter, C. L. U., in promoting 
higher standards of preparation for life 
msurance selling, 

5. To continue the effort to secure 
the adoption and application of the 
agency practices agreement by all life 
msurance companies. 

6. To emphasize quality as well as 
quantity in an aggressive effort to 
strengthen our membership, locally, 
state-wide and nationally. 


Immediate Aims of Year 


The four final objectives aim toward 
Immediate goals that the administration 
recognizes as worthy of immediate con- 
sideration: 

at: To secure 100 percent representa- 
tion of local associations at the Houston 
convention and increased attendance at 
the mid-year meeting of the national 
council, 

8. To develop policies and prepare 
plans for an. appropriate recognition of 
the 50th anniversary of the National 
ee of Life Underwriters in 

9 To encourage the use ‘by general 
agents and managers of testing and 








Golden Jubilee 








R. J. MACLELLAN, Tenn. 


President R. J. Maclellan of the 
Provident Life & Accident of Chatta- 
nooga was the head and front in the 
celebration of the 50th anniversary of 
the company at Lookout Mountain Ho- 
tel last week. He and his father served 
the company for 45 continuous years. 


Chattanooga, 








rating techniques as an aid in the selec- 
tion of new agents of high caliber. 

10. To aid and intensify our service 
to local associations in meeting their 
problems and in promoting their service 
to their individual members. 

Work on reaching these objectives has 
already been started, and will swing into 
full stride when the complete roster of 
National association committees has 
been appointed and announced. 





New Settlement Option slide rule. $1.50. 
Order from National Underwriter. 





New York Life Top 


Club 


Leaders Are Announced 





A. Homer Vipond of Montreal, Can., 
agents’ counsellor of the New York 
Life for Canada, leads the Top Club of 
the company and becomes its president 
this year owing to his paid production 
of $1,472,731. He was one of the found- 
ers of the Canadian Association of Life 
Underwriters and was elected Dominion 
president in 1911. Benjamin Leven be- 
comes chairman of the advisory board 
Top Club, his production being $961,286, 
he hailing from Los Angeles. He has 
been an officer of the Top Club on four 
previous occasions. He concentrates on 
the importance of building an assured 
income for a comfortable future. 


Vice-presidents-at-Large 


There are five vice-presidents at large. 
H. P. Trosper of Detroit had a record 
of $708,435. Jack Manfield of Chicago 
was next with $707,321. Kenneth C. 
Fitch of Wichita is next with $705,746, 
being followed by H. J. Talman of Wor- 
cester, Mass., $691,584. Ben Sekt of 
Sioux City had $570,255. 

There are 17 vice-presidents of de- 
partments. R. H. Eisner of Chicago led 
the central section with $652,584. Ben- 
nie Hirschfield of Pittsburgh was the 
leader in the Allegheny department with 
$561,083. Charles Anchell of the Madi- 
son Square branch in New York City 
led the Greater New York department 
with $556,503. T. W. Moore of Long 
Beach, Cal., led the south Pacific de- 
partment with $544,430. 

E. J. O’Neill of Denver heads the 
great plains department with $479,192. 
E. S. McCoach of Philadelphia tops the 
Atlantic department with $473,909. W. 
H. Kelly of San Francisco is the cen- 








ciations. 


Independence Square 





Three L. A. A. Days 


How useful an alphabet is! 
is as late as the latest in practicality, and has so many inter- 
company cooperative bodies, it too has its alphabetical Asso- 
Among them is the Life Advertisers Association 
which this week has held its annual meeting at Old Point 
Comfort, attended by heads of life company advertising de- 
partments from all over the country and from Canada, and 
with guests from national advertising organizations of dif- 
ferent types. The program was the finest that had yet been 
devised for the annual meeting. 


L. A. A. members at their several meetings pool their 
ideas and processes, and by that giving and getting the growth 
of each member in advertising knowledge is promoted. The 
Agency forces of the companies have been beneficially served 
in one way or another by these fraternal reciprocations. 


Membered solely by life insurance companies and men 
and women, the L. A. A. is firmly established in the respect 
of company executives because of the worth of its contribu- 
tions to the efficiency of advertising departments. 


THE PENN MUTUAL LIFE INSURANCE CO. 
WM. H. KINGSLEY, President 


And because life insurance 


PHILADELPHIA 




















tral Pacific department leader with 
$447,990. Next comes the southwestern 
department with J. Eugene Baker, Jr. 
of St. Louis with $432,976. N. R. Corn- 
sweet of Cleveland is the leader of the 
great middle department with $417,272. 
W. A. Leavell of Jackson, Miss., is the 
topnotcher in the Gulf department with 
$400,162. J. A. Matson of Marshfield, 
Ore., leads the north Pacific department 
with $377,375. R. A. McGawan of Ap- 
pleton, Wis., is the big man in the 
northwestern department with $374,375. 
L. D. Chapin of Peoria, Ill., with $363,- 
892 is the leader in the midwest depart- 
ment. R. P. Harry of Charlotte, N. C., 
with $337,665 is the southern department 
leader. Dr. Charles H. Webster of 
Binghamton, N. Y., leads the eastern 
department with $336,500. He has writ- 
ten a large volume of business on Cor- 
nell University students. A. W. Payne 
of Boston tops the northeastern depart- 
ment with $306,668. Mrs. L. H. DeVore 
of Memphis leads the south central peo- 
ple with $287,116. There are ten lady 
members of the Top Club. 

In the $200,000 Club, H. G. Mickle 
of Detroit leads the eastern division with 
$205,464. Howell Wadsworth of the 
Florida branch is next with $184,550. In 
the western division the leader is G. A. 
Sutherland of the Minneapolis branch, 
who is a great producer of business 
among the farmers of Martin county, 
Minn., producing $235,750. The next 
man is H. G. Otis of the Wisconsin 
branch with $226,213. He was formerly 
city manager of Beloit, Wis. 


Life Presidents’ Greeters 


A delegation of four will officially rep- 
resent the Life Presidents Association 
at the annual meeting of the American 
Life Convention in Chicago Oct. 11-14. 
W. L. Talbot, president Fidelity Mutual 
Life, is chairman of the group, the other 
members being Franklin D’Olier, execu- 
tive vice-president Prudential, L. A. 
Lincoin, president Metropolitan, and A. 
A. Rydgren, president Continental 
American Life. 





Financial Section 
Program Completed 





A. B. Cunningham, vice-president and 
treasurer of the Montana Life, who is 
acting chairman of the Fnancial Section 
of the American Life Convention, which 
will hold its meeting at the Edgewater 
Beach Hotel, Chicago, Oct. 12, has an- 
nounced the completed program as fol- 
lows: 

Morning Session, 9:30 a. m. 


B. Cun- 
treasurer 


Chairman’s remarks—Alex 
ningham, vice-president and 
Montana Life. 

The Real Estate Mortgage in a Chang- 
ing World, W. Walter Williams, presi- 
dent Continental, Inc., Seattle, past presi- 
dent Mortgage Bankers Association of 
America. 

What You Can Do to Help Protect 
Your Industrial Securities, Charles R. 
Hook, president and general manager 
American Rolling Mill Company, Middle- 
town, O 

International Monetary Conditions, Dr. 
Melchior Palyi, economist University of 
Chicago, consulting economist Stifel, 
Nicolaus & Co., Chicago. 


Afternoon Session 


Current Developments in the Utility 
Industry, H. P. Weadock, vice-president 
and managing director Edison Electric 
Institute, New York. 

The Transportation Crisis from a Pub- 
lic Viewpoint, Donald D. Conn, executive 
vice-president, Transportation Associa- 
tion of America, Chicago. 

The Development of Investment Stand- 
ards in the Selection of Bonds, Laurence 
R. Lunden, investment counsel school of 
business administration, University of 
Minnesota. 
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Leaders Gather on 
Mountain Peak to 
Mark the Occasion 


President Maclellan Hon- 
ored on His 32 Years of 


Service 





By C. M. CARTWRIGHT 


Amid historic and beautifully pic- 
turesque surroundings at the Lookout 
Mountain Hotel on the peak of Lookout 
Mountain, the Provident Life & Acci- 
dent of ‘Chattanooga celebrated its 50th 
anniversary under propitious skies. It 
was a memorable occasion that brought 
250 pacemakers and wives with some 
special guests to bear felicitations on 
the half century accomplishments. It 
was a proud day for President R. J. 


Maclellan, who on Sept. 15, when the 
business meeting was held, celebrated 
his 32nd anniversary with the company 
and on the day before had another an- 
niversary brought to mind as 21 years 
ago he was chosen president. 

His father, Thomas Maclellan, became 
president of the company five years after 
it was started so father and son have a 
record of 45 years of continuous admin- 
istration. Another factor of interest is 
that the third generation of Maclellans 
is now conspicuously identified in the 
management as Robert L. Maclellan, son 
of the president, is vice-president, a di- 
rector, and heads the life department, 
doing a magnificent piece of work. A 
younger son, Hugh O., is a young man 
of great promise and is associated with 
the life department. To President Mac- 
lellan was given a testimonial signed by 
all men who qualified for the trip and 
the executive staff in which he was 
designated as a “32nd degree Provident 
Master Builder.” 


Officials of Long Service 


W. C. Cartinhour, vice-president and 
secretary, the second man in the com- 
pany, started with it in 1910. The third 
oldest official is L. N. Webb, vice-presi- 
dent, who heads the claim and group 
departments. Justice A. W. Chambliss 
of the Tennessee supreme court, who 
is vice-president, is a 25-year man. 

There are four main divisions in the 
Provident agency or production depart- 
ment. The first is the group with Vice- 
president L. N. Webb in charge and 
H. R. Gill, assistant vice-president, in 
immediate control, as Mr. Webb also 
has the claim department. The railroad 
department is supervised by Vice-presi- 
dent H. C. Conley. James E. Powell, 
agency vice-president, heads the accident 
department and Vice-president R. L. 
Maclellan, life department. One of the 
strong features of the company is the 
administrative organization. Messrs, 
Maclellan and Cartinhour have exercised 
sound judgment in selecting strong men 
and placing responsibility on them. In 
that way a hard hitting personnel has 
been established and there is coopera- 
tion up and down the line. 


Interesting Financial Items 


The Provident will increase its pre- 
miums this year a million dollars, the 
total items being $7,500,000. As of July 
1 the assets were $8,991,435, accident 
and health reserve $1,029,100, accident 
and health premium reserve $835,453, life 
reserve $4,407,115, capital $1,000,000, con- 

(CONTINUED ON LAST PAGE) 








Great Progress Traced at 
Main Business Session 





The main business session of the 
Provident Life & Accident celebration 
was held the morning after the ban- 
quet with President R. J. Maclellan pre- 
siding. The welcome was extended by 
J. B. Pound, mayor of Lookout Moun- 
tain. He is the manager of the Patten 
Hotel in Chattanooga, Seminole Hatel 
in Jacksonville, Fla., and the DeSoto 
Hotel, Savannah, Ga. He lives part of 
the time in Miami. He is the former 
publisher of the Chattanooga “News.” 
Mr. Pound stated that he was well ac- 
quainted with President Maclellan’s 
father and paid high tribute to him. He 
said there are between 700 and 1,000 
homes on Lookout Mountain and the 
population is 5,000 people. 


President Maclellan’s Talk 


President Maclellan in a very unosten- 
tatious, quiet, business like way traced 
the early beginnings of the company 
down through the years. He said that 
at the start $6,000 was paid in by the 
founders. His father who was a Scotch- 
man had he lived would have been 100 
years old this year. No salaries were 
paid at the start. When R. J. Maclellan 
started with the company his job con- 
sisted in pasting seals on policies and 
other documents and making impres- 
sions of letters in the old wet press. 

In 1905, he said, there were three 
home office employes. In 1910 the com- 
pany went on a capital stock basis. The 
life department was started by A. S. 
Caldwell, who later was Tennessee in- 





surance commissioner. The life depart- 
ment, by the way, is having an anni- 
versary of its own this year, it being 
20 years of age. ; 

Vice-president Cartinhour took charge 
of the meeting following the talk by the 
president and introduced the various de- 
partment men all of whom told some- 
thing of the operations of their part in 
the business, they being I. N. Webb, 
vice-president in charge of the claim and 
group departments; H. R. Hill, assist- 
ant vice-president in immediate super- 
vision of the group department; Vice- 
president H. C. Conley, railroad; R. L. 
Maclellan, life, and James E. Powell, ac- 
cident. ; 

John Chambliss, son of Justice Cham- 
bliss and general counsel of the com- 
pany, gave a talk. Justice Chambliss 
closed the meeting with a rededication 
speech. There was a sightseeing trip in 
the afternoon and the next morning 
there were departmental sessions in 
charge of their heads. A visit was made 
at the home office in the afternoon and 
in the late afternoon all hands went to 
the home of President and Mrs. Mac- 
lellan on Lookout Mountain for tea. 
There was dinner in the evening. All 
members of the President’s club sat at 
President Maclellan’s table. The mem- 
bers consisted of those who qualified for 
two trips to the convention, one for him- 
self and one for his wife. 

It was announced that during the 20 
years the life insurance in force had 
reached $108,000,000. 





Highlights of Jubilee Meet 


Treasure Chest to President Maclellan—Claim Clock—Extensive Group 


Business—Active Railway 


Department—Many Interesting Exhibits 





The presentation of the “Jubilee 
Treasure Chest” of the Provident Life 
& Accident to President R. J. Maclellan 
was a highlight feature of the jubilee 
feast. The testimonial was signed by field 
men who won the trip and by the execu- 
tive staff. The chest contained records 
of winning field men; coins of 1887, old 
newspapers, old copies of company pub- 
lications, 1937 publications, latest annual 
statement, Loyal Legion _ records, 
Members of the Loyal Legion consti- 
tuted all employes and they were asked 
to take some kind of a policy in the 
Provident or get some other person to 
do so. There was 100 percent coopera- 
tion in this effort. 

* ok x 

R. J. Maclellan was secretary of the 
Provident at the time of the death of 
his father in 1916. His father was killed 
in an automobile accident in Massachu- 
setts while he was on his vacation at 
an advanced age. R. J. Maclellan then 
became president. 

* * * 

The Provident in one of its exhibits 
showed a claim clock to bring out the 
fact that it pays a claim every one and 
three-fourths minutes during every 
working day. 

* *k * 

The Provident is now licensed in 35 
states. 

* k x 

The Provident reinsured the railway 
business of the Standard Accident in 
1926, which gave it a great impetus. 
Vice-president H. C. Conley in charge 
of the railroad department was taken 
over from the Standard Accident. Pre- 
vious to that he had been with the old 





U. S. Health & Accident of Saginaw, 
Mich. In 1931 it reinsured the accident 
business of the Southern Surety and “re- 
insured” at that time Watson Powell, 
who was vice-president, his brother, 
James E. Powell, John Campbell, Mar- 
shall Goodmanson and Joseph Atwood. 
* * * 

In its group department the Provident 
Life & Accident has 300 coal people, 200 
lumber, 140 textile, 45 public utility, 28 
teachers group and 87 miscellaneous. 

* * * 

The Provident Life & Accident guests 
were taken to the Fairyland Club, which 
originated the original Tom Thumb golf 
course, 

* * x 

The Provident was organized first to 
write group accident for coal miners. 
That was 30 years ago and the question 
arises whether it originated group in- 
surance or not. It solved the problem 
of writing this coal mine _ business 
profitably. 

* * x 

Strickland Gillilan lived for a number 
of years at Baltimore and became well 
acquainted with E. J. Clark, general 
agent of the John Hancock Mutual Life, 
who was one of the originators of the 
American College of Life Underwriters, 
which grants the C.L.U. degree. When 
Mr. Clark was president of the National 
Association of Life Underwriters he in- 
duced Mr. Gillilan to write a column in 
the house organ of the association 
called “Association News.” 

* * * 

An unusual feature of the convention 
was an extensive exhibit by departments. 
A large money bag indicated that over 
$12,000 daily is sent out to beneficiaries 
and policyholders. The life department 
display board was the replica of a finan- 


(CONTINUED ON LAST PAGE) 
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Provident L. & A. Has 50th Anniversary | 


Brilliant Banquet 
Is Highlight of 
the Golden Jubilee} 


President Maclellan, Con, 





missioner McCormack Hef 


List of Speakers 





The most brilliant occasion in the golds 
jubilee celebration of the Provident Li 
& Accident was the banquet preside 
over by President R. J. Maclellan. 4 
the head table were the chief official 
directors, special guests and their wive 
The Chattanooga chamber of commer: 
presented a gavel to President Macld. 
lan in honor of the occasion, Mr. Ma. 
lellan said that all through the histoy 
of the company its officials had endeay. 


ored to follow the golden rule. Thi 
was the principle laid down at the be. 
ginning and it has always been followed, 
He said that the company had passed 
successfully through four major eco 
nomic depressions. The reserves, he 
stated, are soundly invested. There need 
never be any fear regarding the finan. 
cial structure. In referring: to the di 
rectors he said that since he had bee 
president there had been no dissenting 
vote on any question that was decided 
by the board. 


Commissioner McCormack Spoke 


‘Commissioner J. M. McCormack o 
Tennessee in his talk stated that a prop- 
erly trained life insurance man contrib 
utes much to society. If people were 
more greatly insured, taxes would go 
down because there would be less de- 
mand for government enterprises to take 


care of dependents. He said that Ten} 


nessee companies are now loaning 
money on Tennesse property and thus 
are assisting in the economic develop- 
ment of the state, 

C. S. Lake of Richmond, Va., assist: 


Septe 








ant to the president of the Chesapeake 
& Ohio, was introduced by Vice-presi- 
dent H. C. Conley, who is head of the 
railway department. The Provident 
Life & Accident has group accident and 
life policies on 15,000 of the 20,000 en- 
ployes of the C. & O. Mr. Lake said 
that the railroad business was very haz- 
ardous at first. As a rule railroad men 
have an adventurous spirit. Their life 
leads to a great extent to improvidenct 
as they follow a sort of irregular mode 
of living. C. & O. officials, he said, de- 
sired to alleviate this situation. They 
sought a plan to give as full protection 
as possible. On Nov. 1, 1932, they made 
a contract with the Provident for group 
insurance, the C. & O. R. R. Employes 
Mutual Benefit Association administer 
ing the plan. Up to date the company 
has paid $1,500,000 in benefits. He said 
that the 'C. & O. employes are made in- 
surance minded by this insurance set up. 
A number have purchased salary saving 
insurance. 


Directors Were Introduced 


A. W. Chambliss, justice of the Tet 
nessee supreme court, a vice-president, 
introduced the directors and their wives. 
Judge Chambliss is a former mayor 0! 
Chattanooga and is a member af the ex 
ecutive and finance committees. It 1 
interesting to know that out of the 10 
directors, six are in “Who’s Who,” they 
being Judge Chambliss; S. L. Probasco, 
vice-president American Trust & Bank- 
ing Co. of Chattanooga; T. R. Prestom, 

(CONTINUED ON LAST PAGE) 
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Something To Get 
‘“Chesty” About 


August was the sixth con- 














secutive month in which 
all previous monthly sales 


records were broken by 


the splendid field staff of 
The Ohio National. 


The Ohio National is justly 
proud of this aggressive 


group of associates. 


For a General Agent’s contract write— JOHN H. EVANS, Vice-President 


THE OHIO NATIONAL LIFE INSURANCE COMPANY 


CINCINNATI, OHIO 


T. W. APPLEBY, President 
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B. M. A. “All Stars” Attend 
Session in Del Monte, Cal. 


With more than 110 in attendance, 73 
of them qualified members of the Grant 
Club, the annual “All-Star” convention 
of the Business Men’s Assurance was 
held in Del Monte, Cal. T. B. Isaacson 
of Salt Lake City is president and R. E. 
Sanders, manager at San Diago, vice- 
president. 

Business conditions throughout the 
country are much better and the com- 
pany is in splendid financial condition, 
President W. T. Grant reported, with 
marked increase in production for the 
26th consecutive month. He said the 
company had just been examined and 
that the results are most satisfactory. 


Home Office Men Attend 


J. C. Higdon, vice-president in charge 
of agencies, presided. Others attending 
from the home office were A. I. Beach, 
general attorney; M. C. McKay, assist- 
ant secretary; J. W. Sayler and J. R. 
Morris, representing the sales promo- 
tion department. One session was de- 
voted to discussion of new rates, effec- 
tive Oct. 1, which will, according to 
Vice-president Higdon, represent a slight 
increase. Mr. Higdon also announced 
a number of changes in policy provisions 








as well as several new accident and 
health policies. 

The last session was featured by ad- 
dresses by Messrs. Isaacson and Presi- 
dent Grant, concluding with a “B. M. A. 
family banquet.” Silver services were 
presented to Mr. Isaacson and Mr. San- 
ders. Mr, and Mrs. Harry P. Rogers 
of Newark, O., who were on their honey- 
moon, received a gift from President 
Grant. Mrs. Grant presented a birth- 
day gift to Mrs. W. M. Jones, wife of 
the Salt Lake City manager. Mr. Jones, 
who has been with the company more 
than 21 years, reviewed the convention 
from the standpoint of the “old-timer,” 
while a review from the viewpoint of 
the “newcomer” was given by 
Stenseth, recently appointed Denver 
manager. A. W. Recker of Caruthers- 
ville, Mo., oldest agent in point of serv- 
ice, having been with A. more 
than 25 years, was also presented. 


California had the largest delega- 
tion of qualified agents with 12. Utah 
was second with 10. 

It was announced that Mrs. Carrie 


Summers of Texas is leader so far in 
1937 in accident and health production. 





Newark Managers Organize 


NEWARK.—The Life Insurance Gen- 
eral Agents & Managers Association of 





Northern New Jersey was formed at a 
luncheon meeting here. 

O. L. Gooding of Gooding & Rowley, 
general agents Northwestern Mutual 
Life, was elected president; E. C. Hoy, 
Sun Life of Canada, vice-president, and 
F. M. Minninger, Jr., Connecticut Gen- 
eral Life, secretary-treasurer. 





Zimmerman to Address Forum 


Lorraine L. Blair opened the third 
annual women’s financial forum in Chi- 
cago, Sept. 23. Mrs. Blair is head of 
the women’s sales division Charles J. 
Zimmerman agency, Connecticut Mutual 
Life, Chicago. The forum is a non- 
political, non-profit organization con- 
ducted to awaken women to financial re- 
sponsibilities. The series of eight morn- 
ing and evening meetings will extend 
over a period of eight months. Charles 
J. Zimmerman, secretary National Life 
Underwriters Association, will talk Feb. 
24, on “Current Trends in Insurance.” 
Other speakers will include people 
— in business and financial cir- 
cles. 

Mrs. Blair operated her own general 
agency in Chicago from 1926 to 1931 for 
the Continental Assurance. 





New improved settlement option slide 
rule and instruction book. Order 
from National Underwriter. 








MINNESOTA MUTUAL 


Ranks with the biggest and best 


on the six fundamental measures. 


1. 
2. 
3. 
4. 
-¥ 
6. 


On all six counts the record of the Minnesota Mutual 
equals or excels the average of both the 25 largest com- 


Diversification of investments 
Interest Rate 

Mortality Rate 

Net surplus ratio 

Excess of income over outgo 


Growth —10 years 


panies and the 25 largest mutuals. 


For more detailed information write us for our booklet "FACTS." 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 


SAINT PAUL, MINNESOTA 
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General Counsel 





JOSEPH P. 


LORENTZEN 


The Bankers Life of Iowa has named 
J. P. Lorentzen as general counsel. He 
succeeds the late R. B. Alberson. Dur- 
ing his service in the legal department 
of the Bankers Life since 1926 Mr. 
Lorentzen has been attorney, assistant 
counsel, and associate counsel. 

A native of Michigan, Mr. Lorentzen 
received his college training in Highland 
Park College and Drake University law 
school, both in Des Moines. He returned 
from the war to Des Moines to practice 
there with the legal firm of Carr, Cox, 
Evans & Riley. In the same city, in 
1924, he became a partner inj the firm 
of Lorentzen & Shepherd. He left this 
partnership 11 years ago to join the 
Bankers Life legal staff. 








NEWS OF WEEK 


C. T. Steven elected president of Life 
Advertisers Association at annual meet- 
ing at Old Point Comfort. Pagel 

* * Ox 


Program is completed for meeting of 

agency section of American Life Con- 

vention in Chicago on Oct. 13. Pagel 
* 

New York department releases pro- 

posed code changes affecting life insur- 

ance, Pagel 





* * 
August showed a gain of 2 
ordinary insurance. 

* * xX 
Plans for test case fight on New York 
ereditor claim exemption statute await 
new insurance o"~ proposal. Page8 

* * 


percent in 
Pagel 


Group sales stimulated by _ soeial se- 
eurity. Expect three modifications in 
federal program. Pagel 
* OK OR 
Provident Life & Accident celebrates 
its fiftieth anniversary. Page4 
* OK Ok 
Ten specific objectives of National As- 
sociation of Life Underwriters for com- 
ing year are outlined by President 
Sam Cummings. e Page 3 
* 


New York Life announces its leaders 
in its agency club. Page3 
: * oe 
President H. A. Behrens of the 
tinental Assurance of Chicago 
some interesting observations at _ its 
agency convention in that city this 
week. Page 2 
* x 


Secretary of Labor Frances Perkins 
will be the chief speaker at the agency 
meeting of the Continental Assurance of 
Chicago at its home city this week. 

Page? 
* OK Ok 


Joseph P. Lorentzen has been appointed 
general counsel of the Bankers Life 0 


Con- 


Towa. Page 6 
* OK OK 

Shafroth’s and Ryan’s resignation a5 

Internal Revenue Bureau counsel TIeé- 

gretted by life companies, which had 


confidence in their understanding of in- 
surance in relation to social security. 

Page 8 
* * x 


A. J. Rouillard of Claremont, N. H: 
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A PRACTICAL 


another to pull out of a slump. 


PRICES: 
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THE 


DIAMOND LIFE BULLETINS 


420 East Fourth Street 
CINCINNATI, OHIO 





STUDY COURSE FOR *2 





@ The low cost of the new, practical Study Course by 
Denny Nelson permits an Agency Manager to keep 
a few sets on hand. Only $1.90 a set in lots of five. 


BETTER THAN ATTENDING A SALES CONGRESS 


All active Agents and Managers attend many Sales 
Conferences, Training Schools and Conventions, and 
accumulate numerous productive ideas from their con- 
tact with successful producers. Unless these ideas are 
organized or quickly put into use, they are forgotten, 
and only recognized when heard for the second time. 


After making this common mistake for some time, Mr. 
Nelson resolved a few years ago to accumulate a file 
of the best ideas gleaned from those contacts, plus 
some of his own experiences, for the purpose of ref- 
erence, training and increased sales efficiency in his 
Agency. 
These sales methods, common to a large group of 
SUCCESSFUL Life Underwriters, are thus shared for 
the purpose of increasing profits through sales. 
Equally valuable to new and experienced 
Agents. Will help one man to get started and 


or old in the business, can improve himself very 
much in Life Insurance Selling by a close study 
of these books.” — Agency Manager 


“Practical Salesmanship by Denny Nelson is ex- 
actly what the name implies - PRACTICAL. Chock- 
full of ideas and suggestions which can be used 
by small, average and large producers .. . brief, 
complete and concrete.” 


— Assistant Manager of Agencies 


“The books fit the title admirably . . . Contents 
are practical, usable, and helpful . . . plain and 
to the point.” 

- Agency Manager 


“Practical Salesmanship tells the salesman what 
to say and how to sell. Other Training Courses 
which I have read deal in too many technicalities.” 


- District Manager 


“Practical Salesmanship tells the Agent exactly 
what to do and say in many situations.” 


— District Manager 


“Finest material for the training of Agents that 
I have ever obtained . . . will use Practical Sales- 
manship for my Monday morning meetings.” 


— District Manager 


“I never dreamed that it would be possible to 
condense as many practical suggestions and sell- 
ing points in such a small space as Denny Nelson 
has done.” - Agent 


“One of the finest things that has ever been placed 
in my hands for Agents.” _ Agency Manager 


“I regard Practical Salesmanship as a major step 
in the problem of training new men.” 


- Agency Supervisor 


“Practical Salesmanship was received so favorably 
by my District Managers that we have now re- 
ordered .. . Confidently feel that we will distrib- 


ute at least 100 sets.” - Agency Manager 


p==========QRDER BLANKE: =<=<=««<«8=8<<«= 





The DIAMOND LIFE BULLETINS, 
420 East Fourth Street, 
Cincinnati, Ohio. 

WIGGMG GON TMG Se... « oo55. 556 Se eben sds sets of Denny Nelson's new study 
course entitled “Practical Salesmanship” at $................ each. 


C] Check enclosed C] Charge my account 
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Test Case on Section 55a 
Awaits New Insurance Code 





New York Plan to Get Final De- 
cision May Be Affected if Re- 
strictions Are Proposed 





NEW YORK.—FEfforts to get a test 
case which will firmly establish the val- 
idity of New York’s Section 55a, which 
protects policies from claims of policy- 
holders’ creditors, are momentarily being 
held in abeyance until local and state 
life underwriters officials and counsel 
have had a look at the new New York 
insurance code. 

The new code may contain some 
changes which would not be to the lik- 
ing of life insurance interests. The de- 
partment’s attitude as expressed in ad- 
dress by its counsel, Leonard Gardner, 
is against permitting life insurance cred- 
itor exemptions to be made a means of 
just claims of creditors being flouted. 


Valued by Life Men 


Section 55a of the insurance law, giv- 
ing protection against the insured’s 
creditors, and Section 15 of the personal 
property law, giving like protection 
against the beneficiary’s creditors’ claims 
against settlement option installments 
except in an “action for necessaries,” are 
definite and extremely valuable advan- 
tages in the sale of life insurance and 
local and state association people can be 
relied on to resist actively any effort to 
restrict these provisions. : 

In the incongruously titled Tid-Bits 
Soda Shop case a decision was given 
which set a bad precedent for the water- 
tightness of Section 55a. This was to 
the effect that Section 55a does not ap- 
ply where insurance was originally or at 
any time payable to any other than a 
named beneficiary. Such an interpreta- 
tion of the law would open the way to a 
twisters’ paradise. 


War Chest Available 


A war chest of $3,000 has been raised 
to permit the New York State Associa- 
tion of Life Underwriters counsel, Al- 
bert Hirst, to carry a typical case 
through to a conclusion and get a rul- 
ing which will establish finally the val- 
idity of 55a. Of this amount $1,000 was 
raised by the state association and $2,000 
by the New York City Life Managers 
Association. ' 

A code containing an altered version 
of Section 55a would make a difference 
in the strategy to be pursued. 





Cravens, Dargan Takes on 
Pan-American Life Agency 





Cravens, Dargan & Fox has been ap- 
pointed southern California manager by 
the Pan-American Life on an exclusive 
basis. The Pan-American has not been 
active in California for two or three 
years, but has approximately $2,500,000 
business in force in the state, the greater 
part in southern California. 

H. B. Melton, well known life insur- 
ance man, has charge of the life depart- 
ment out of Los Angeles. The office 
will go after brokers’ and general insur- 
ance agents’ life business and also devel- 
op a full time agency staff. 

In northern California, where Cravens, 
Dargan & Fox is manager for the Con- 
necticut General Life, Frank Crooks 
was appointed assistant to R. H. Hepfer, 
life department manager. Mr. Crooks 
has had more than 15 years’ life insur- 
ance experience and will develop brok- 
erage business. 


McAfee in Fort Smith Post 


L. N. McAfee, newly appointed dis- 
trict manager for Fort Smith and north- 
west Arkansas for the Lincoln National 
Life, has opened offices at 20 South 
Sixth street. He has just resigned as 
te manager of the Metropolitan 
Jife, 








Practical Experiences Given 
by Fidelity Mutual Agents 





Many practical selling ideas were 
contributed by agents at the Leaders 
Club convention of the Fidelity Mutual 
Life held at Virginia Beach, Va. 

E. H. Schaeffer, Harrisburg, Pa., said 
life insurance has gone a long way since 
agents about 20 years ago began to 
study the “case method.” “This was the 
real beginning of selling life insurance 
for specific needs,” he said. It was then 
that program selling had its inception, 
and this accounted for much of the 
great growth of life insurance. Depres- 
sion interrupted, and agents went back to 
package selling, but recovery again per- 
mitted development of the program 
method of selling, which offers more 
complete service. 

Simplified program selling, he said, is 
the revamping of the more elaborate 
program work done with larger cases to 
meet requirements of prospects in the 
middle income group ($5,000 to $25,000 
life insurance in force), representing 
about 95 percent of the good prospects, 
Mr. Schaeffer said. The greatest need 
of the average agent is for a practical 
method of simplifying the process to 
avoid laborious, time-wasting, expensive 
steps involved in audits and estate an- 
alysis which are not justified or nec- 
essary with average prospects. 


Gives Main Elements of 
Simplified Programming 


Simplied programming embodies es- 
sential elements of any complete service, 
and is built on the few major needs, 
such as clean up, mortgage coverage, in- 
come for family during school period, 
education for children, life income for 
widow and retirement income for in- 
sured. The Harrisburg agency uses the 
two interview systems, a preliminary in- 
terview for fact-finding, and the second 
or selling interview to sell life insurance 
to cover most obvious needs developed 
by the survey. 

C. B. Metheny, Pittsburgh, said re- 
sults are produced by what goes before, 
and if what goes before is good, the 
results will be good also. One reason for 
failing is not enough study by the 
agents. Not 5 percent really study as 
they know they should, he said. That 
same 5 percent, however, is responsible 
for the iargest part of the production 
in any agency. By studying, Mr. Meth- 
eny said, he meant reading from cover 
to cover the insurance publications and 
taking at least one service, studying and 
also analyzing problems applying to the 
individual case. This should occupy at 
least one hour a day. It is one thing 
that the agent must do for himself. 

Another cause of failure is not setting 
a goal and not keeping up to schedule. 
“You and I certainly should know how 
much we must earn every week in order 
to live as we should,” he said. ‘“There- 
fore, we should know exactly how much 
business we must do to take care of our 
own individual problems. It is your 
problem and your program. You can’t 
change the problem but you can change 
the program.” 


Three Main Causes 
of Failure Are Listed 


A third cause of failure is not learn- 
ing that there are only three combina- 
tions of facts that cause failure to earn 
enough money in the business: Not tell- 
ing the right story, not seeing the right 
class of prospects, and not seeing 
enough people. “If you are seeing 
enough people of the proper classifica- 
tion, and not getting business, then you 
are not telling the proper story,” Mr. 
Metheny said. “If you are seeing enough 
prospects and telling them the proper 
story, and still not producing enough 
business, then they must not be in the 
proper class of prospects. If you are 
seeing the proper classification of pros- 
pects and telling them the proper story 
and still are not making enough money, 








then you are not seeing enough pros- 
pects. My own belief is that this third 
reason is not a mental hurdle but an 
actual hurdle over which we stumble 
most.” 

Sidney Rice of Indianapolis discussed 
“Where to Go?” An agent to succeed 
must go somewhere to expose himself 
to the opportunity to do business. Rela- 
tives and friends are generally unpro- 
ductive of applications. Mr. Rice also 
does not solicit business from women, 
because most of them, he said are lim- 
ited to small policies. 


Gives Many Sources 
of Prospect Leads *, 


He gets names or leads from news- 
paper items of men coming to the city, 
or being promoted; from city telephone 
directories, circulars from business col- 
leges naming successful students who 
are working, from automobile license 
numbers of prosperous families. The 
agent must be prospect minded, alert at 
all times, ear to the ground and eyes 
open. Office and apartment buildings 
are full of leads, he said. 

_L. C. Burwell, Jr., Charlotte, N. C., 
discussed prestige building. “We must 
recognize prestige as both a means and 
an end—a cause as well as a result; 
something that we can consciously and 
purposefully create and use, and not 
something that we simply hope will 
finally envelope us in a haze of benefi- 
cence at the end of the climb,” he said. 
He said in considering the matter of this 
great field directed toward perfection he 
debated on giving organized sales talks 
whose primary objective was case _ his- 
tories and new clients instead of new 
policies. Prestige need not be waited 
for. It can be captured, he said. Clients 
are the basis of prestige. 


Service to Customers 
Backbone of Prestige 


“Most enterprises operate on a basis 

of service to customers, and customers 
who utilize these services become 
clients,” he said. “We reverse this pro- 
cedure, you say, and seek clients first; 
then, if our services are helpful, many 
in time become customers; because they 
are continually buying anyway the same 
insurance and investments which we 
sell. And while you as a salesman must 
prove to me why I should adopt your 
sales recommendations, as your client, 
I must prove to you why I should not 
adopt them.” 
; ‘M. E. Watson, Boston, took up life 
insurance as a means of solving tax 
problems. Solutions which magically 
capitalize inadvertent loopholes involve 
potential danger and require the tax ex- 
pert, he said. However, there are ac- 
cepted guiding principles placed in the 
law. Solutions of tax problems based on 
these principles are not complex and can 
be reasonably mastered and applied by a 
qualified life agent. The greatest prob- 
lem involving taxes is how to pay them. 
The life insurance solution is relatively 
simple. Merely provide enough addi- 
tional insurance to cover anticipated 
taxes. Each time that rates of tax are 
increased, provide some more. 


Minimizing of Taxes 
Interests Many People 


Many people are interested in how to 
minimize taxes. The first solution is to 
secure $40,000 life insurance exempt un- 
der U. S. federal estate law. Then there 
are cases where taxes may be minimized 
by taking advantage of exemptions and 
lower rates imposed under the gift tax 
law, and life insurance functions well 
here. 

Corporations also have tax problems 
that life insurance can solve. There is 
the heavy undistributed profits tax. “The 
concern that spends part of its earnings 
for annual premium life insurance is pe- 
nalized,” Mr. Watson said, “but life in- 














Shafroth’s Resignation from 
Revenue Bureau Regretted 





Chief Counsel Responsible fo; 
Social Security Interpretation; 
—Respected by Life Companie; 





Resignation last week of Morrison 
Shafroth, chief counsel of the Bureay 
of Internal Revenue, and his assistant, 
Russell Ryan, is regretted by life com. 
pany executives because these two off. 
cials had an understanding of life com. 
panies’ background and problems that 
was of inestimable value in connection 
with the question of application of the 
sacial security act to the agents. 

After getting off to a false start with 
a ruling of the bureau in case of one 
company’s agency contracts that its 
“agents were employes and subject to 
social security tax, through careful 
analysis and preparation there came the 
rulings in the Northwestern Mutual 
Life, Kansas City Life and Pyramid 
Life cases that agents entirely on com- 
mission were independent contractors 
and thus not taxable. 


Other Rulings Pending 


While these decisions were very fa- 
vorable to all life companies operating 
as commissioned agents, they did not 
apply directly to any except the compa- 
nies primarily involved. The bureay 
made clear that it was necessary for 
each company to submit its agency can- 
tract and a brief or memorandum setting 
forth facts of the company-agency re- 


lationship, so that individual rulings 
could be made. 
Messrs. Shafroth and Ryan _ re- 


signed, they stated in an announcement 
to daily newspapers, because they re- 
fused to divulge confidential informa- 
tion from so-called “tax evaders” that 
might be used in prosecuting them. The 
resignations are in effect Sept. 18. As 
yet no successors have been appointed. 

Mr. Shafroth is remaining over in the 
east for a short time to conclude his 
affairs there and then, it is understood, 
will return to the Denver legal firm of 
Grant, Shafroth, Ellis & Tolles, af 
which he has been a member for many 
years. This is a firm which has done 
considerable insurance: law practice. 

Mr. Shafroth’s background, an under- 
standing of insurance’ and its problems, 
gave the life companies great confidence 
that the legal department of the internal 
revenue bureau would handle _ fairly 
these interpretations of the status of 
companies’ agents. Mr. Shafroth as 
chief counsel for the bureau was a man 
of no pretense or indirection but had 
the courage of his convictions and said 
no’ or “yes” regardless of political or 
other extra-legal considerations. 








surance payable by reason of the death 
of the insured is not includable in the 
gross income of the beneficiary, whether 
such beneficiary is an individual or a 
corporation. The corporation that has 
substantial amounts of life insurance on 
the lives of key men for its own bene- 
fit may add such proceeds to its surplus 
at the death of any such insured without 
suffering the penalty that otherwise ap- 
plies to increases in surplus. 

“Further, if the corporation has a sub- 
stantial existing surplus, it is in a par- 
ticularly favored position. Its board of 
directors may stipulate that the pre- 
miums for key men insurance shall be 
paid out of the existing surplus and 
avoid the tax penalty that goes with the 
payment of such premiums out of cur- 
rent earnings. To a certain extent the 
amount of the surplus is temporarily 
decreased but the growth of cash values 
in the policies tends to retard the rate of 
such decrease and the death of the in- 
sured not only offsets the decrease but 
adds substantially to the surplus. e 
situation is even more favorable if the 
corporation is able to buy single pre- 
mium insurance.” 
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Secretary of Labor 
Chief Attraction 
at Agency Rally 


ne 


The big feature at the agency conven- 
tion of the Continental. Assurance of 
Chicago at the Stevens Hotel in that 
city this week will be the appearance of 
Secretary of Labor Frances Perkins 
from Washington, D. C., who will speak 
Friday morning. The morning session 
starts at 9:45 o’clock and undoubtedly 
there will be a large attendance. There 
was considerable difference of opinion 
among the directors and officials of the 
Continental Assurance as to whether 
Miss Perkins should be invited to speak. 

Insurance companies hesitate to in- 
troduce into a convention a highly con- 
troversial subject, especially a political 
one. However, after the matter had been 
discussed pro and con, President H. A. 
Behrens suggested that the Continental 
Assurance field force was broad enough 
to listen attentively and thoughtfully to 
the presentation of both sides of any 
subject. Miss Perkins is the most out- 
standing woman in public life in the 
country. The labor issue is one of the 
most important. It has occupied public 
attention during the last year or so, 
taking the front page of newspapers 
very often. 





Wage Earners as Assured 


President Behrens explained that the 
Continental Assurance and other com- 
panies have as policyholders wage earn- 
ers, many of whom belong to trade 
unions. While Secretary Perkins un- 
doubtedly will deal with the labor ques- 
tion what she has to say will be impor- 
tant and significant. She will be intro- 
duced at the convention by President 
Behrens. 

One of the delightful features of Sec- 
retary Perkins’ visit will be a luncheon 
Friday noon given under the auspices of 





the Continental Assurance but President 
Behrens stipulated that no men would 
be present. Hence he turned the ar- 
rangements over to Miss Joy Luidens, 
executive secretary of the Chicago Life 
Underwriters Association, requesting 
her to invite the leading life insurance 
women of the city. They were also ex- 
tended an invitation to be present at the 
time Miss Perkins speaks. 

Miss Luidens will preside at the 
luncheon and the guests will be leading 
life insurance women producers. The 
outside guests will be Mrs. H. W. Ding- 
man, wife of the vice-president and med- 
ical director of the Continental Assur- 
ance, and Mrs. Lillian L. Herring, sec- 
retary of the Illinois Insurance Federa- 
tion. 

The life insurance women who will 
meet Miss Perkins are Miss Marge 
Meyers, Miss Lorraine Connors and 
Mrs. Vera Reynolds, Continental 
Casualty and Equitable Life of New 
York; Sara Frances Jones, Equitable 
Life; Edna Kaufman, Penn Mutual; 
Blanche Gatzert, Mutual Benefit; Mrs. 
Helen M. Thomas, Equitable Life of 
New York; Mrs. Eleanor Young Skil- 
len, Penn Mutual; Miss Maud I. Di- 
mock, New York Life; Miss Mary T. 
Dailey, of Massachusetts Mutual; Mrs. 
Garland Kahle. 


Hardin Arkansas Manager 


In a recent issue it was stated that 
Clifford Hardin, who had been appointed 
Arkansas manager of the National Aid 
Life of Oklahoma City, succeeded Loyd 
Judd of Oklahoma City. He suceeds 
Roland Judd, formerly of Rogers, Ark., 
but who is now making his headquarters 
in Little Rock. Loyd W. Judd is vice- 
president of the National Aid. 





New Appointment Announced 


J. O. Sain, Houston, Tex., is appointed 
supervisor of agencies, western division 
American National and will travel the 
entire western half of the United States. 








Presidential Host to 
Secretary of Labor 








HERMAN A. BEHRENS 


President H. A. Behrens of the Con- 
tinental Assurance of Chicago is in a 
conspicuous position at its agency con- 
vention at the Stevens Hotel this week 
in his city. In the first place, he gave 
one of the notable talks devoting his 
attention largely to commenting on 
what the company has accomplished 
during the year and also making obser- 
vations on some of the economic and 
business conditions. He also commented 
on the life insurance situation. 

In the next place, President Behrens 
is the company host to Secretary of La- 
bor Frances Perkins, who will speak at 
the convention Friday morning. He will 
introduce Miss Perkins. 





Some Personal Glimpses 
at Advertisers Conference 





Members of the Insurance Advertis- 
ing Conference gave a rising vote of 
thanks to Arthur H. Reddall, Equitable 
Society, for the excellent work he did 
for six years as its secretary - treasurer. 
He worked hard and faithfully at this 
task. He is succeeded by Robert E. 
Brown, Jr., Aetna Casualty & Surety. 

; * * x 


A. A. Fisk of the Prudential, presi- 
dent of the conference and Mrs. Fisk 
proved delightful hosts at the reception 
and dinner at Briarcliff Lodge. 

* x 


If one may borrow Winchell’s phrase, 
“orchids” to Frank J. Price of the Pru- 
dential for the edition of the “Sleepy 
Hollow Ghost” which he distributed 
among members of the convention that 
dreary, rainy morning. The press owes 
a vote of thanks to Mr. Price and Miss 
Gertrude Conlon, his assistant, for the 
excellent way they handled the releases. 

i 

The program committee had a brisk, 
well-planned schedule of talks through- 
out the entire two days’ meeting. Mem- 
bers of the conference showed their ap- 
preciation of this in their faithful at- 
tendance. 

* & * 

Stanley F. Withe, Aetna Casualty & 
Surety, and one of the most popular and 
hard working presidents of the I. A. C. 
was accompanied by Mrs. Withe. 





Hayes Goes to Davenport 


DAVENPORT, IA. — Walter S. 
Hayes, former field supervisor in the 
Ohio teritory for the State Mutual Life, 
has been named head of the Davenport 
office. He succeds A. O. Fersch, who 
has been manager for eight years. Mr. 
Fersch will devote his entire time to 
personal sales. Mr. Hayes wrote 43 
applications in one day for a record in 
his territory. 
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Life Advertisers Get Results on Panel System 


(CONTINUED FROM PAGE 1) 





A. and its president, the quiet but effec- 
tive C. C. Fleming, Life of Virginia, 
was in charge of the gathering. He 
offered a most comprehensive program. 
In addition to the business activities 
there was an automobile trip to nearby 
Williamburg, scene of the colonial resto- 
ration, the first afternoon, where tea and 
other pleasing beverages were served in 
the true southern manner. For the la- 
dies, who were present in record break- 
ing numbers, there was a yachting and 
garden party on Tuesday. 

As usual there were many exhibits, 
this year 19 from 12 companies, but they 
are not as important as they once were; 
now it is the discussions themselves that 
count for much more. C. Summer Da- 
vis, Provident Mutual, told best what 
the L. A. A. does when he said, “If you 





have a dollar and I have a dollar and we 
exchange them we each have a dollar. 
But if you have an idea and I have an 
idea and we exchange them we each 
have two ideas.” 


Elvins on Resolutions Committee 


Thomas L. Hunter, erudite columnist 
of the Richmond Times-Dispatch, wel- 
coined the conventioneers to Tidewater, 
Virginia, at the initial session and spoke 
interestingly of the historic spots in the 
veinty of Old Point Comfort. President 
Fleming appointed Clifford Elvins, im- 
perial of Canada, chairman of the reso- 
lutions committee, and read several let- 
ters and telegrams from those unable to 
be at the meeting. 

Chester O._ Fischer, 
Massachusetts Mutual, 


vice-president 
delivered the 
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convention’s keynote address. With an 
experience of 22 years in the field be- 
fore going to the home office a year ago, 
Mr. Fischer discussed advertising from 
the standpoint of the agent. Having as 
the title of his address, “Why Keep It 
Quiet?” Mr. Fischer concluded his talk 
with this short verse: 

He who whispers down a well 

About the goods he has to sell 

Will not reap as many dollars 

As he who climbs a tree and hollers. 


Round Table on Direct Mail 


John <A. Stevenson, vice-president 
Penn Mutual, was spotted in the audi- 
ence by President Fleming, and called 
upon for a brief talk, and next came the 
outstanding feature of the first session, 
the round table on direct mail advertis- 
ing, presided over by L. B. Hendershot, 
Berkshire, the contributing speakers 
being R. C. Berger, Connecticut Mutual; 
S. M. Gamble, Massachusetts Mutual; K. 
R. Miller, Research Bureau, and T. M. 
Rodlun, Acacia Mutual. 

Mr. Hendershot asked each of the 
panel speakers question after question. 
All comment was developed and each 
point made in this way. Mr. Gamble 
said the sales organization must be sold 
and kept sold on direct mail or the ma- 
terial will be forgotten and not used. 
Mr. Rodlun said the company should 
not charge for direct mail material, and 
the agent should not receive it unless he 
asked for it. Mr. Miller said most 
agents can use direct mail material in 
connection with about 10 names a week. 
Direct mail gives an agent a definite 
place to go each day, Mr. Berger said, 
and makes him prospect conscious. At 
the end, Mr. Hendershot summarized 
the telling points the speakers had made. 


Stimulating Recruiting 


C. T. Steven, Phoenix Mutual, was 
chairman of the Tuesday morning ses- 
sion which was featured by three pan- 
els. The first, presided over by J. H 
McCarroll, Bankers Life, was devoted 
to a solution of “How Can We Stimu- 
late Recruiting?” Contributing speak- 
ers were Karl Ljung, Jr., Jefferson 
Standard; T. M. Rodlun, Acacia Mu- 
tual; R. C. Berger, Connecticut Mutual, 
and Clifford Elvins, Imperial of Can- 
ada. It was brought out that more and 
more companies are using the nomina- 
tor or referred name recruiting plan. 

W. D. Fuller, president of the Cur- 
tis Publishing Company, spoke on “The 
Effect of Life Insurance Publicity on the 
Public,” Mr. Fuller quoted some of the 
figures developed in the life insurance 
survey made by Curtis about two years 
ago. He said, for instance, that of those 
interviewed 35 percent said that 10 per- 
cent of the total gross income of the 
head of a family should be invested in 
life insurance. This is something, Mr. 
Fuller said, that life companies might 
advertise. 


Possibility of Attack 


Mr. Fuller declared that there is a 
very real possibility of a political attack 
being made on the life insurance busi- 
ness. The best defense is an attack, and 
the life business might very well. im- 
prove its position with the public by ad- 
vertising with the possibility of a politi- 
cal attack in mind. Mr. Fuller was em- 
phatic in saying people buy what they 
can, through advertising, be made to 
want. Mr. Fuller asserted that the life 
companies are not really in competition 
with each other, but with all other busi- 
nesses that are scrambling for the pub- 
lic’s dollars. 


Radio Men Heard 


Two nationally prominent radio ex- 
ecutives were the speakers at the group 
discussion on the radio as an advertising 
medium. John Royal, vice-president of 
the National Broadcasting Company and 
in charge of programs, spoke on “Pro- 
grams and People,” and John J. Karol, 
director of market research for the Co- 
lumbia Broadcasting Company, told how 
the radio audience is measured. E. M. 
Kirby, National Life & Accident, who 
presided at this session, and is in charge 








of the National Life’s radio activities 


through Station WSM, pointed out tha 
at one time and to some extent 31 life 
companies had used the radio, but a 
present only seven are doing so. This js 
due to some extent to the fact that 
many companies operate in a restricted 
area and have found it difficult to secure 
desirable talent through local stations, 

The concluding feature of the Tues. 
day morning session was the calendar 
panel of which C. Sumner “Suds” Davis, 
Provident Mutual, was chairman. Two 
of the speakers, George A. Adsit, Girard 
Life, and N. A. White, Provident Mu. 
tual, explained how the sending out of 
their calendars is tied up with the 
monthly distribution of blotters. Let. 
ters from agents and general agents of 
these two companies explaining their 
use of and commenting favorably upon 
the calendar-blotter plan of prospect 
were read. R. C. Berger, Connecticut 
Mutual, explained how his company’s 12 
sheet calendar was designed and the 
ideas being followed in getting the 
agents to use it. At noon a group 
photograph was taken. 


Contests and House Organs 


D. Bobb Slattery, Penn Mutual, was 
the chairman of the first session Tues- 
day afternoon. W. L. Jessup, Pilot 
Life, opened it with an outline of the 
Pilot’s experience with contests and 
campaigns. J. W. Murphy, Life of Vir- 
ginia, told of the various kinds of pro- 
duction clubs that are operated by nu- 
merous companies. The attractive fea- 
tures of each were commented on. 

W. L. Camp, Connecticut Mutual, 
was in charge of the house magazine 
round table. H. L. Kesmodel, Jr., Sun 
Life of Baltimore, told how he obtains 
the material for the Sun’s house organ. 
R. E. Wood, Reliance, gave an outline 
of how to improve the editorial content. 
The Reliance Life recently changed its 
house organ from a monthly to a 
weekly. W. M. Hogg, Massachusetts 
Mutual, explained what had been done 
to improve the physical appearance of 
his company’s house organ. 

Representatives of companies running 
national advertising campaigns got to- 
gether for a discussion under the chair- 
manship of L. J. Evans, Northwestern 


Mutual. Those who participated were 
Stuart Benedict, Metropolitan; C. E. 
Crane, National of Vermont; F. L. 


Fisher, Lincoln National; A. H. Reddall, 
Equitable Society; D. Bobb Slatery, 
Penn Mutual, and C. T. Steven, Phoenix 
Mutual. 

After study and experimentation the 
American United Life has found that 
trade journal advertising is a real adver- 
tising asset, according to Vice-president 
Harry V. Wade. Mr. Wade formerly be- 
lieved that general advertising was 
merely a subsidy paid by the companies 
in return for publishers circularizing the 
news of the business. After spending 
much time, money and thought in the 
preparation of trade journal advertising, 
Mr. Wade changed his attitude and rec- 
ognized the merit of such advertising. 
Instead of the usual theme, the Amer- 
ican United has emphasized the idea, 
“We have something, and if he gets It, 
he will be better off than he is now.’ 

Mr. Wade said that the trade journals 
can assist the companies by Audit Bu- 
reau of Circulation figures and more ac- 
curate reports. 


Good Results on Calendar 


Nelson A. White, advertising manager 
of the Provident Mutual Life, told how 
his company has received 24 percent re- 
turn on mailings offering its calendar ot 
old American prints. In a letter offering 
the calendar Mr. White tied up the 
Provident Mutual’s family income plan 
with the offer of the calendar and en- 
closed a business reply return card. 
Agents found that 70 percent of the leads 
were good prospects which is about the 
same as on memorandum book replies, 
although the number of calendars was 
about double the memorandum book re- 


sponse. 

In order to stabilize the interest cre- 
ated by the calendars, a series of monthly 
blotters with the corresponding calendar 





prints on it, were provided agents to 
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send out each month as follow-ups. The, 
agents pays three-fourths of a cent for 
the blotters, postage and addresses the 
blotters. Approximately 30,000 a month 
are being used. 

At the symposium on trade journal 
advertising conducted by the Life Ad- 
yertisers Association, C. C. Robinson of 
Indianapolis, editor “Insurance Sales- 
man,” was in charge and read a letter 
from Stewart Anderson, manager of 
publicity of the Penn Mutual Life, in 
view of the fact that this company is 
employing editorialized advertising 
which is written to compress the de- 
scription into a five-minute story. The 
Penn Mutual is mentioned only in the 
signature. 

The utter plainness of the advertising 
and type with a blunt Gothic captioti 
always attracts attention. Mr. Ander- 
son has taken the position that without 
cuts or illustrations the reader’s mind 
is not diverted from the substance. 
What Mr. Anderson endeavors to do is 
to attract through caption strength a 
word or phrase that leads immediately 
into the subject matter. He spends 
much time in selecting a graphic cap- 
tion. 


Character of the Copy 


There are various factors that moti- 
vate the character of the advertisement. 
It may pay tribute to some organization 
that is holding a meeting. There may 
be a very gripping story sent in by a 
general agent describing an interesting 
sale under unusual circumstances. There 
is an appreciation given to some person 
who has accomplished something worth 
while. There may be a congratulatory 
reference to some other company on its 
attainment of a notable anniversary. 
Controversial topics are never used. 

Mr. Anderson does not use his adver- 
tising to attract agents. They may be 
serving other companies well and there- 
fore the Penn Mutual should not want 
them. Repeating a national magazine 
advertisement in insurance journals is a 
mistake. Mr. Anderson then says: 


Good Will Is Created 


“Eliminating the getting of agents 
and the selling of insurance led us to 
conclude that creating good will for the 
Penn Mutual was the only other obtain- 
able benefit. All down these seven 
years of institutional advertising there 
has been a steady trickle of good wil! 
manifestation in the form of letters from 
presidents, vice-presidents, genera! 
agents, special agents, cashiers, and all 
of them outside of our own organiza- 
tion, commending this Penn Mutual 
advertising, which they say is a service 
given to every life insurance worker. 
Some general agents, so they say, use 
this and that of these advertisements 
as the discussion topic at their weekly 
meetings. Some agents write and thank 
us for enabling them to make a sale 
through an idea contained in one of 
these little pieces. Two or three of the 
greater companies have asked permis- 
sion to reproduce one or another, to be 
sent with a circular letter to their own 
general agents, or else republished in 
their agency magazine. 

“This good will may have no sub- 
stantial cash value. We have no evi- 
dence that it has, but good will never 
yet has hurt any business organization.” 

Trophy awards were presented to the 
3erkshire, Travelers and Life of Vir- 
ginia for the quality of their exhibits. 
Companies were considered in three 
groups. Group 1 composed of those hav- 
Ing $250,000,000 or less of insurance in 
force. The Berkshire captured this 
trophy. First place in group 2, $240,- 
000.000 to $500,000,000, went to the Life 
of Virginia and the cup for group 3, 
5500,000.000 or more, went to the Trav- 
elers, The judges considered all tvnes 
of material exhibited and used the point 
and classification system in scoring. R. 
W. Horn, Continental American, was 
exhibits chairman and presented trophies 
at the banquet. 

The feature at the banquet was pres- 
entation of the comedy sketch, “Final 








Aetna Life Official Will 
Be Prominent Speaker 
at Agency Men’s Meeting 





Developments and trends in selling 
methods will have an important place 
in the annual meeting of the Research 
Bureau and Agency Officers Association 














R. B. COOLIDGE 


at Chicago’s Edgewater Beach Hotel, 
Oct. 26-28. 

R. B. Coolidge, superintendent of 
agencies Aetna Life, will discuss devel- 
opments in this field, particularly as 
exemplified in his own company where 
noteworthy results have ‘been obtained 
through the Aetna Life estate control 
plan. 

Mr. Coolidge went to the home office 
in March, 1933, after having been con- 
nected for 14 years with the Cleveland 
agency. He has been outstandingly suc- 
cessful as a personal producer, promoter 
of sales plans, speaker at sales meetings 
and conventions. 

Col. T. Russ Hill, sales executive and 
president of Rexair, Inc., Detroit, is 
another feature speaker. Colonel Hill's 
talk at a recent convention of the Na- 
tional Federation of Sales Executives 
was an outstanding contribution. He is 
an exponent of individualism in handling 
salesmen. 








O. K., or Getting the Ad Approved,” 
written by E. L. Pierce. The cast was 
composed of members of the staff of the 
Life of Virginia. C. C. Fleming was 
toastmaster and presented two Rich- 
mond Life company presidents, Brad- 
ford H. Walker, Life of Virginia, and 
Ralph R. Lounsbury, Atlantic. Greet- 
ings from the Canadian contingent were 
offered by E. Morton, North American, 
secretary Life Advertisers Association 
of Canada. 


Trade Journal Advertising 


R. G. Richards, Atlantic Life, wielded 
the chairman’s gavel at the final session 
Wednesday morning. C. C. Robinson, 
editor “Insurance Salesman,” conducted 
a panel on trade journal advertising. 
His contributing speakers were Karl 
Ljung, Jefferson Standard; L. J. 
Evans, Northwestern Mutual; Harry V. 
Wade, American United. Mr. Robin- 
son read a letter from Stewart Ander- 
son, Penn Mutual, who was to have 
been a member of the panel, but could 
not attend. 

C. T. Steven, Phoenix Mutual, told of 
the results of last spring’s Life Insur- 
ance Week, mentioning that there were 
138 contributing companies, an increase 
of seven over a year ago. He reviewed 
the principles involved in the establish- 
ment of movement originally. Next 
year’s campaign, he said is to be in 
charge of J. C. Behan, Massachusetts 
Mutual, and K. R. Miller, Research Bu- 
reau. Mr. Miller spoke on the public 
attitude toward life insurance as re- 





vealed through the “Good Housekeep- 
ing” survey and the activities of Life 
Insurance Week. W. H. Jenkins of the 
advertising agency of Young & Rubi- 
can was the ‘final speaker. 


Security Mutual Agents to 
Hold Rally at Lincoln, Neb. 


Willard Ewing, Kansas City general 
agent Provident Mutual, will be guest 
speaker at the annual agency conven- 
tion of the Security Mutual Life of Ne- 
braska, at Lincoln, Neb., Sept. 30-Oct. 1. 
He will speak both days, once on “The 
Real Force Behind Life Insurance,” and 
again on “Prestige, Prosperity, Presen- 
tation and Closing.” L. H. Davis, Hast- 
ings, Neb.; George Quam, Minneapolis 
and Paul Schlichtenmier, Scottsbluff, 
will preside at the three general meet- 
ings. Speakers include President Byron 
Stephenson, Vice-presidents M. A. Hyde 
and T. A. Sick, and Agents J. W. Ma- 
loney, H. A. Dillman, George Quam, E. 











A. Frerichs, E. C. Munsell, J. H. Ewing, 
R. H. Maloney, T. R. McPheeters, Chick 
Trout, Tom Rogers and W. W. Hinds. 


Redesign “Pelican” 

The Mutual Benefit Life’s agency 
magazine, the “Pelican,” has adopted a 
pleasing new format. Under the direc- 
tion of Editor Harry Richardson, Rey- 
nard C. Biemiller of the publiction’s staff, 
designed the typography, using Gara- 
mond headings and Electra for the text. 
The company’s pelican emblem was re- 
designed for the front cover by Rudolph 
Ruzicka, outstanding wood engraver. 





Biederman Found Dead 


A. C. Biederman, assistant manager 
of the Hobbs agency, Equitable, Chi- 
cago, was found dead in the garage at 
his home. The cause of death was not 
immediately made known. Mr. Bieder- 
man was 66 and was connected with the 
Equitable since 1917. 














HIS SON’S HERO 


Ask any small boy to name the world’s greatest man 


and he is almost certain to reply: 


“My dad. 


o 


Good fathers should try to vindicate this 


loyalty 


and affection by protecting 


their sons with adequate insurance on 


their own lives. 


Remind your prospect 
of this obligation. 





Ged) rutlential 


Insurance 


Company of America 


EDWARD D. DUFFIELD, President Home Office, NEWARK, N. 
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Lowola Dau 


In 1858 Senator 
Stephen A. Douglas 
was. barnstorming 
through Illinois de- 
bating with a country 
lawyer named Abra- 
ham Lincoln. Only a 
year before, across 
the river in Saint 
Louis, the first legal 
reserve life insurance 
company west of the 
Mississippi was char- 
tered—the Saint Louis 
Mutual. 


Now in the eightieth 
year of service, this 
company holds stead- 
fastly to the principles 
of conservative, eco- 
nomical management 
and close coopera- 
tion with its agents 
that are responsible 
for its enviable place 
among insurance in- 
stitutions. 


There is a better fu- 
ture in a@ company 
with a good past. 
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Code Proposals for Life Policies Released 


(CONTINUED FROM PAGE 1) 





related to preferred dividend require- 
ments. 

The easing of the old, rigid restriction 
opened up an important avenue for in- 
vestments in securities of unquestioned 
soundness which because of the extraor- 
dinary conditions of the depression 
failed to meet the law’s requirements. 
Soon after the law was amended, life 
companies, singly or in small graups, 
purchased more than $100,000,000 of se- 
curities previously ineligible. 


Stricter on Annuities 


No material change in the law relat- 
ing to new business is contained in the 
proposed code, except for a provision to 
prevent acquisition of an excessive 
amount of new annuity business, since 
this class of business has not proven 
very popular. Expense limitations re- 
main substantially unchanged except 
that the first year expense limits on an- 
nuities have been decreased somewhat. 
Companies have already put the brakes 
on annuity production and cut annuity 
acquisition costs and the new law would 
insure a continuance of this conserva- 
tism. Annuity reserve requirements are 
somewhat stiffened. 

Another point on which general com- 
pany policy is already in accord with 
the proposed law is that covering sur- 
render charges. The law currently al- 
lows the deduction of $25 per $1,000 of 
the face amount upon surrender or 20 
percent of the reserve, whichever is 
greater. The new law would eliminate 
the 20 percent deduction because the de- 
partment feels that such a charge is ex- 
cessive. Most companies do not exact 
this amount. 

Provision is made for adjustment of 
the reserve on a quarterly basis so that 
the policyholder who continues through 
one or more quarters of a policy year 
benefits correspondingly. 

Since reserves for disability benefits 
and double indemnity form no part of 
the surrender value of a life insurance 
policy, the new law would make this 
distinction entirely clear and permit the 
segregation of the reserve on a life in- 
surance contract from other provisions 
in the policy. 


Requires Class III Reserve Basis 


A 1931 departmental edict requiring 
that accident and health policy reserves 
be based on the Class III disability ex- 
perience table would be made law under 
the new code, superseding the present 
statutory requirement that the British 
friendly society tables be used. This 
applies to active and disabled lives. 

Another departmental ruling which it 
is proposed ta make law is the one that 
prohibits any insurance company from 
becoming ‘ ‘a party to any promotional 
plan” to sell insurance with subscrip- 
tion, services, securities, or commodities. 
The departmental ruling resulted from 
complaints that commercial concerns 
were advertising benefits to their cus- 
tomers in the event of fire, disability, 
unemployment, death, etc. 


Stricter on New Companies 


Though formation of any new life in- 
surance companies in New York State, 
except for special purposes is looked 
upon as highly unlikely, the proposed 
code provides some additional safe- 
guards in addition to those under the 
existing law. Minimum capital stock 
would be $300,000 instead of the pres- 
ent minimum requirement of $100,000. 
Each new company would be required 
to have a surplus equal to 50 percent 
of the capital stock. 

However, some discretion is given the 
superintendent in the case of companies 
doing a life insurance or annuity busi- 
ness or both on a restricted plan which 
is saund, economical and practical, pro- 
viding there is a public demand for such 
coverage. In case the superintendent is 
satified after investigation he may waive 





the $300,000 capital requirement but in 


no case would a minimum capital stock 
of less than $100,000 be permitted. 

New mutual life companies will have 
to show at least 1,000 applications for 
insurance instead of 500 as at present. 
The amount of insurance required, how- 
ever, remains the same, $1,000,000. Also 
on the theory that the amount of the 
premium is more significant of the good 
faith of the applicant than is the face 
amount of insurance, the revised law 
would require the company to collect an 
aggregate of at least $20,000 in pre- 
miums, as well as requiring that each 
applicant for insurance must have paid 
in cash one annual premium on the in- 
surance applied for. A mutual company 
can be organized for the sole purpose 
of doing annuity business but total and 
permanent disability coverage can only 
be given in connection with life insur- 
ance or with accident and health in- 
surance. This limitation merely carries 
out present and past practices in the 
business. 

Dividends to life company stockhold- 
ers would be limited under the new law 
to payments from earned surplus and 
could not be paid out of funds which the 
law requires to remain unimpaired for 
the benefit of policyholders and credit- 
ors. Before the current revision, there 
was no legal restriction on payment of 
dividends to life company’ stockholders. 


Prescribes Disability Valuation 


In connection with the valution of re- 
serves, the new code makes valuation of 
disability and accidental death benefits 
a statutory requirement instead of a de- 
partmental ruling; prescribes the basis 
of the extension of the American Ex- 
perience table at the younger ages; adds 
the word “substandard” to give the de- 
partment a better basis for prescribing 
reserves for substandard policies should 
this ever seem desirable or necessary; 
recognizes valuations of reserves of 
alien companies made on some other 
basis than that required in New York 


they may be slightly deficient as com- 





—— 


Experience table at 3% percent is used 
for industrial insurance and that the 
modified preliminary term method may 
be used only where standard industria] 
or substandard industrial tables are 
used. 

Maximum surplus permitted is ip. 
creased over the present figure which js 
10 percent of reserves. ‘The depart- 
ment feels that an increase is justified 
by the need for protection of policy- 
holders against depression of interest 
rates or unforeseen increase in the 
amount of policy claims. It is believed 
that the new limit is sufficiently large 
to take care of the surplus caried by 
any company doing business at present, 
In computing the maximum of surplus, 
the inclusion of annuity reserves in the 
calculation is specifically permitted be- 
cause of the increasing amount of an- 
nuity business. 

Welfare work, such as medical exam- 
inations and diagnoses or nursing serv- 
ices to policyholders, under reasonable 
rules and regulations therefor approved 
by the superintendent, are specifically 
exempted from any stigma of rebating 
or discrimination. This provision in the 
law was inserted in recognition of the 
work done by some companies, since it 
is believed that these services are for 
the best interests of policyholders and 
promote the public health. Approval 
of the rules and regulations provides a 
safe-guard against arbitrary practice or 
abuse in the exercise of this privilege, 
the department feels. 


Par and Nonpar Business 


The proposed code would make legal 
provisions along the lines of the super- 
intendent’s decision early this year per- 
mitting certain out-of-state stock life 
~~ to do a participating business 
in New York. Previously companies 
writing both participating and nonpar 
business had until that time been forced 
to chose which they would write in New 
York state. 

As in the case of the departmental 
edict, the law provides that a permit 
to write participating business in New 
York state is to be given only after a 
superintendent is satisfied that the com- 


' pany’s methad of operation is fair and 
where reserves are adequate but where | 


pared to the statutory minimum at cer- | 
tain ages or durations; and makes it | 


clear that the net level premium reserves 
must be maintained if the American 


equitable to its participating policy- 
holders. 

In addition, the company must prom- 
ise that so long as any outstanding par- 
ticipating policies are held by residents 


of New York state, at least 90 percent 





Promoted by Connecticut Mutual 








FRANK CARLUCCI 


Frank Carlucci, who has been a super- 
visor for the Connecticut Mutual at 
Wilkes-Barre, Pa., has been appointed 
general agent at Toledo, O., succeeding 
Milton Sherman, who has been trans- 
ferred to Buffalo to establish and de- 
velop a new general agency. 





Mr. Sherman for some years before 








MILTON SHERMAN 


becoming general agent at Toledo was 
in organization and field work in Louis- 
ville and Syracuse, Mr. Carlucci has 
been in the life insurance business ever 
since his graduation from Lafayette Col- 
lege in 1924. He joined the Connecti- 
cut Mutual in 1930 as supervisor at 
Wilkes-Barre. 
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of the profits on participating policies 


' shall go to participating policyholders 


and that the profits on participating 
olicies shall be ascertained by allocat- 
ing to such policies the specific items of 
ogin, expense or loss attributable to such 
policies and an equitable proportion of 
the general gains or outlays of the com- 


pany. : ; ? 

In the section dealing with group ac- 
cident and health a distinction is made 
in the revised law between group acci- 
dent and group health insurance. This 
is because of the greater danger of ad- 
yerse selection in the case of group 
health insurance. Consequently that 
coverage is more restricted. Provisions 
covering group accident policies are in- 
tended to meet the need for insurance 
covering indefinite groups of persons, 
the coverage being procured by other 
persons who are morally responsible for 
their safety. 


Little Change for Industrial 


Provisions of the present law covering 
industrial insurance are not substantially 
changed but the superintendent will 
make a special report on the industrial 
insurance problem before the code is 
finally submitted ta the legislature and 
while the legislative commitee is still 
holding hearings. This subject. is still 
being investigated. 

Superintendent Pink is also giving 
serious thought to the question of in- 
terest on policy loans and hopes to have 


some concrete suggestions to make 
along this line. 

Nothing on Creditors’ Claims 

Although Leonard Gardner, depart- 


ment counsel, indicated in his talk at 
the annual meeting of the International 
Association of Insurance Counsel in Au- 
gust that some change might be ex- 
pected in the law governing exemption 
of insurance proceeds or cash values 
from creditors’ claims, no mention of 
this phase of the law is made in the de- 
partment’s curent release. Hints of pos- 
sible changes have caused some uneasi- 
ness among leaders in the selling field 
in New York, since the sales appeal of 
the creditor exemption provisions is 
highly prized. 

To some extent the proposed code 
would eliminate a number of legal pro- 
visions which have proven of little or 
no practical use. For example in 1926 
the insurance law was amended ta pro- 
vide for the incorporation of retirement 
systems or pension plans. Only one 
retirement system was organized as a 
result. While the new law would per- 
mit this system to continue under the 
old statute, no new retirement system 
may be organized under that law. The 
department feels that group annuity 
contracts issued by regular life insur- 
ance companies cover practically the 
same ground and that any. way the type 
of retirement system which will even- 
tually be needed will depend to a con- 
siderable extent on the way the social 
security act works out. Also, members 
of the national guard, naval militia, 
state troopers or state police units or 
societies of world war veterans are 
omitted as eligible for group insurance, 
since no company has issued a policy 
on such a group. 

No dates for hearings have been set. 
It will probably be about a month 
before the committee finishes with the 
fire and casualty sections and turns to 
the provisions affecting life insurance. 





Ohio National’s Triumvirate 


Ohio National’s field education trium- 

Virate consisting of J. H. Evans, vice- 
president; W. H. Harrison, actuary and 
assistant secretary, and Grant Westgate, 
assistant superintendent of agencies, held 
agency meetings at Harrisburg, Pa., and 
Raleigh, N. C. The three men have 
been holding similar meetings over ex- 
tensive territory since the first of the 
year. Their efforts have given consid- 
erable impetus to the remarkable pro- 
duction being turned in by the field the 
Past few months, September produc- 
tion for two and one-half weeks prac- 
tically equalling production for the entire 
month last year. 











C.L.U. NEWS 


INDIANA C. L. U. ELECTION 


R. M. Halgren, general agent State 
Mutual Life, was elected president of 
the Indianapolis C. L. U. chapter by 
mail ballot in which the state-wide 
membership participated. G. E. Morri- 
son was elected central vice-president; 
R. R. Mills, Bloomington, southern vice- 
president; K. D. Robinson, South Bend, 
northern vice-president, and L. L. 
Holmes, Indianapolis, secretary-treas- 
urer. Mr. Halgren announced that But- 
ler University and Indiana University 
extension divisions are offering study 
courses in preparation for the C. L. U. 
examination next June. 

R. Townsend, Jr., of the Butler 
University faculty, will have a class in 
“Life Insurance Fundamentals.” Mr. 
Morrison is conducting a class in “Law, 
Trusts and Taxes.” Later courses will 
caver “Life Insurance Saiesmanship,” 
under Mr. Townsend, “Corporation Fi- 
nance” under Dr. Harry Sauvain, and 
“Banking and Credit” under Prof. Wil- 
liam Cleveland, both of Indiana Univer- 
sity. 








LOS ANGELES C.L.U. COURSES 


The C. L. U. Institute of Los An- 
geles, under the supervision of R. L. 
Hoghe, vice-president, will start classes 
preparatory for the 1938 examinations 
the latter part of September. Dr. C. J. 
Rockwell of the University of Southern 
California, Dr. Clendenin and Mr. Eger 
of the University of California at Los 
Angeles will be instructors. 





NEWARK UNIVERSITY COURSE 
There is a large enrollment for the 
C. L. U. course which opened this week 
in the school of business administration 
of the Newark University. Prof. L. J. 
Ackerman and Albert J. Schick will 
lecture on the principles of life insur- 
ance, sales psychology, law and taxa- 
tion. Guest lecturers will also be heard. 





TO PROVIDE COACHES 


The St. Louis Chartered Life Under- 
writers at a meeting this week cansid- 
ered plans for providing coaches for 
agents for examinations in law, trusts, 
taxation, life insurance fundamentals 
and salesmanship. 





KINCAID ELECTED PRESIDENT 


Hiram EE. Kincaid, Massachusetts 
Mutual Life, has been elected president 
of the Kansas City C. L. U. chapter. 
He succeeds Dix Teachenor, Kansas 
City Life. R. J. Wetzel, Pacific Mutual, 
was named _ vice-president; M. D. 
Cramer, Bankers Life of Iowa, secre- 
tary, and N. J. Lustig, Mutual Benefit 
Life, treasurer. Bert Boyd, Northwest- 
ern Mutual, is chairman of the program 
committee. Regular monthly dinner 
meetings will start next month. C. L. U. 
study class members will be asked ta 
participate in the monthly discussions. 

The study group will start preparing 
for the fifth examination about Oct. 15. 
Enrollment will be restricted to 30 if 
possible. 





NEW YORK LECTURES 


New York Chapter C.L.U. has an- 
nounced the lecture schedule for the 
special review course to be given at 
New York University as preparation for 
parts one to five inclusive. The course 
is not designed for primary instruction 
in the subjects included, but rather a 
review which assumes prior instruction 
in the subjects covered. Inquiries may 
be addressed to Prof. L. E. Dewey, New 
York University, or others active in the 
C.L.U. movement. Lectures run from 
Oct. 6 to May 27. 





SAN FRANCISCO ELECTION 


G. F. McKenna, northern California 
manager of the Continental Assurance 
of Chicago, was elected president of San 
Francisco C. chapter. V. T. 


‘Motschenbacher, Sun Life, becomes 
vice-president; A. F. White, Phoenix 
Mutual, secretary; L. M. White, North- 
western Mutual, treasurer; J. H. Wood, 
R. A. Davies and M. S. Wall, directors. 
The annual meeting admitted seven new 
members. 


Observations by “Liberal 


President” on Conditions 








(CONTINUED FROM PAGE 2) 


therefore, hear this problem much dis- 
cussed. I am impressed by its serious- 
ness and its complexity. And as result, 
more than ever before, I am impressed 
with the opportunities which insurance 
presents to these men as compared with 
most other lines. 

“T have often said to my old friends 
in this audience that the goal of life is 
happiness. Business is an important in- 
cident in the achievement of happiness. 
But remember it is only one ingredient. 
It is in the striving for that goal that 
we have our real satisfaction. In the 
measure that we strive, with the spirit 
of adventure and the color of romance, 
is our satisfaction the greatest. If the 
Continental is made up of happy work- 
ers, happy in that sense, right business 
results will follow.” 





New Commissioner for 
New Hampshire Named 








CONCORD, N. H.—Arthur J. Rouil- 
lard, treasurer of the local agency of 
Barnes & Rouillard, Claremont, N. H., 
has been appointed by Governor Mur- 
phy as insurance commissioner of New 
Hampshire to succeed and fill out the 
unexpired term of the late Commissioner 
John E. Sullivan. Mr. Rouillard is a 
past president of the New Hampshire 
Association of Insurance Agents and for 
a decade one of its most active members. 

Miss Hilma Hokenson, deputy com- 
missioner of New Hampshire, has re- 
signed ta become manager of the Social 
Security Board field office at Concord. 

Mrs. W. G. Foss, who has been su- 
perintendent of agents’ licenses, has 
been named acting deputy commis- 
sioner. 


St. Louis Cashiers Are Organized 


One of the few cities in which the 
men cashiers of life insurance offices 
have an organization is St. Louis. Such 
a unit was organized there last Novem- 
ber and it embraces 18 members. Just 
recently a cashiers’ club was organized 
in San Francisco. 
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The Facilities of this Company 
Are at Your Disposal 


The facilities of one of the largest life insurance institutions on the 
North American continent are at your disposal. The Great-West 
Life Assurance Company offers attractive rates, excellent partici- 
pation returns, a continent-wide service organization, and financial 
security through skilled diversification of over $150,000,000 of assets. 
Assets increased by $7,000,000. during 1936. Insurance in force 
now totals $575,000,000 after 45 years of eventful existence. 


‘GREAT-WEST LIFE ASSURANCE COMPANY 


WINNIPEG, CANADA 


$150,005, 674 
$575,844,591 
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Epirrorr1at Comment 








Two Vital Factors in Management 


THE Provipent Lire & Accent of 
Chattanooga last week celebrated its 
silver jubilee and being a well ordered, 
well regimented company that has suc- 
cessfully passed through four major 
depressions, has witnessed a war or two 
and has been confronted with trying 
problems from time to time but has 
weathered the gale successfully it should 
serve as an example to those still strug- 
gling but infused with hope. 

Let us, therefore, make a few observa- 
tions with the Provipent as an illustration. 
Probably the most vital problem of the 
public today concerning a life insurance 
company is to be able to measure as 
near as it can the attitude of the man- 
agement toward the institution and life 
insurance. The major calamities in legal 
reserve life insurance can be traced back 
to the sad lack of the sense of responsi- 
bility in the trusteeship position. Off- 
cials seemingly ignore the fact that the 
funds on hand that are tied up in re- 
serves do not belong to them. They are 
funds held trust, pure and simple. 
When the management ignores this very 
sacred obligation, then trouble is sure to 
ensue ultimately. The legal reserve life 
companies that failed did so for the 
most part because the officials and direc- 
tors employed these funds to exploit 
interests in which they were concerned 
or to assist projects of a more or less 
experimental nature. The failure was 
not due to any weakness in the life in- 
surance system. It could not be traced 
to the agency, medical, underwriting, 
legal or actuarial departments. The fail- 


in 


Shifting the Emphasis 


THE TIME is strategically ripe for a 
swing emphasis from elimination of 
unfit agents to development of career men, 
according to H. J. JoHNson, general agent 
PENN Mutvat Lire at PitrrspurGH and 
newly elected vice-president NATIONAL 
ASSOCIATION OF LIFE UNDERWRITERS, who 
devoted the bulk of his address before 
the CHICAGO association recently to means 
of bringing closer the day of the career 
agent. That the National association 
considers the marginal agent problem 
sufficiently under control to justify con- 
centration on the positive side of the 
picture is gratifying news. 

Weeding out the agent who is no 
credit to the business and a losing prop- 
osition to himself was undoubtedly a 
necessary first step in the problem of 
bringing the public’s opinion of the dis- 
tribution of life insurance to the same 
high level that its ather phases enjoy. 


in 


ure was due to the fact that the man- 
agement did not possess that sense of 
obligation that is so eminently neces- 
sary in a life insurance company. 

Then another weakness in a life insur- 
ance institution is due to the fact that 
some one man, usually the president or 
whoever is the administrative head, 
takes all power unto himself, educates 
those associated with him to ‘be depen- 
dent, does not want his cohorts to 
assume responsibility. He is interested 
in developing “yes men.” Therefore his 
institution does not build an organiza- 
tion. When, therefore, this one man 
moves out of the picture there is gen- 
eral solicitude as to what will become 
of the company because organization is 
lacking. It is a sign of impotence when 
the guiding hand in an institution fears 
to delegate authority and attempts to do 
everything himself. His institution soon 
evinces frailty. The company head who 
can select good men and then place 
responsibility on them, holding them 
strictly accountable, soon trains men of 
power, independence, sound judgment 
and courage. They are taught not to 
run to the chief unless there is some- 
thing highly important to run for. The 
chief desires them to exercise their own 
judgment and if they make mistakes 
now and then they are not abused and 
browbeaten. 

It is well for the management of life 
companies to study the history and 
course of successful institutions and 
ascertain why they grow and why they 
have the elements of permanency. 


At the same time, it has been generally 
realized all along that the real progress 
would come only with better incomes 
for the steady, consistent producers who 
were making a life work of life insur- 
ance selling. Elimination of the compe- 
tition and sales resistance resulting from 
the activities of a horde of unfit and part 
time producers, though removing a 
source of irritation, can do little in com- 
parison with the job of making a real 
producer out of a good potential agent 
and confining the induction of new men 
to those having a reasonable chance of 
success on a career basis. 

What is essentially awry about the life 
insurance distribution feature is not only 
that unfit and part time agents take an 
occasional case and do _ considerable 
damage to the prestige of life insurance, 
but that the large majority of regulai 
jife insurance agents do only a small 


percentage of the business. Estimates 
vary widely but it has been said that 
15 percent of the agents do 85 percent 
of the business. Actual figures from 
companies indicate that while this figure 
may be somewhat extreme, it is not far 
from right. 

In any business or profession, there 
is always a small minority at the top 
which through superior ambition or nat- 
ural endowment manages to ccrral the 
lion’s share of the business. This situa- 
tion can’t be avoided in the life insur- 
ance business but there is no reason 
why it needs to continue in the present 
exaggerated form. The disparity be- 


tween the top and bottom is too grey 

While it might theoretically be desir. 
able to limit life insurance agency ¢gp. 
tracts to agents of unquestioned pros. 
perity and solvency, such a course woul; 
set back the spread of life insurance pro. 
tection and deny to those who mog 
need it the agent’s service. No one seri. 
ausly proposes doing this but much cay 
undoubtedly be done to make the 85 per. 
cent of agents who do 15 percent 
the business—or whatever the figure 
actually are—successful enough so that 
they are well above the marginal staty 
and certain of continuing in the busines; 
on a career basis. 








PERSONAL SIDE OF BUSINESS 





W. C. Safford of the Western & 
Southern, former Ohio superintendent of 
insurance, has been appointed by the 
governor of Ohio as a member of the 
advisory council to the state unemploy- 
ment compensation commission, which 
is required by the state law. He is ap- 
pointed for a three-year term and is to 
represent the public. 


Sam E. Miles, agency manager of the 
life department of the Provident Life & 
Accident, was presented a_ beautiful 
Gladstone bag by the agents and general 
agents at its 50th jubilee convention last 
week. Since going with the Provident 
Mr. Miles has endeared himself to the 
agents and is making a real success in 
his position. 





Dr. George Cullen, 62, who resigned 
recently as medical director of the Amer- 
ican National of Galveston, died sud- 
denly in his automobile while en route 
from Galveston to Jacksonville, Fla. He 
expected to locate in Jacksonville. Pre- 
vious to his connection with the Ameri- 
can National he was medical director of 
the Illinois Life of Chicago and assistant 
medical director of the Equitable Life of 
Iowa. Funeral services were held Sept. 
15, at Des Moines. 





A letter bearing only the likeness of 
O. P. Schnabel, manager San Antonio, 
Tex., agency Jefferson Standard Life, 
was delivered to him at the recent Den- 
ber meeting of the National Association 
of Life Underwriters. R. W. Webb, dis- 
trict manager, Del Rio, Tex. in. writing 
him, instead of putting the usual name 
and address on the envelope pasted 
thereon merely a picture of “O. P.,” ad- 
dressing it in care of the National Asso- 
ciation convention. The letter was de- 
livered promptly to Manager Schnabel, 
although about 1,400 agents were there. 
Mr. Schnabel was elected second vice- 
president of the newly organized Sales 
Managers Club of San Antonio after de- 
clining the presidency. 





Wilbur Vondegrift, agent of the New 
York Life in Oklahoma ‘City, has been 
elected chairman of the junior chamber 
of commerce. 





W. B. Phelps, 63, long active in life 
insurance circle, in Albany, N. Y., and 
Boston, died at Cobleskill, N. Y. 

Mr. Phelps was for 10 years with the 
Mutual Life in Albany. In 1906 he be- 
came Albany manager of the Travelers, 
and served for 12; years. He went to 








Boston in 1918 as manager of the Tray. 
elers there, resigning in 1935 to go with 
the general agency of Boit, Dalton, 
Church & Hamilton, developing its life 
department. 

He served as president of the Albany 
and Boston Life Underwriters Associa- 
tions and on the National association 
executive committee. 





Roy L. Davis of Chicago, assistant 
Illinois state insurance director, is pur- 
suing a law course at John Marshall 
Law School in that city. During his 
callege post graduate work he started 
in law but never completed the course. 
Now he is taking the regular work and 
will be prepared for the bar examination 
next year. Mr. Davis already has bach- 
elor of arts and doctor of philosophy de- 
grees. He is in charge of the life insur- 
ance course in the Central Y. M. C. A. 
College in Chicago. 





T. A. Sick, vice-president and treas- 
urer of the Security Mutual Life of Ne- 
braska, has been appointed a Lincoln, 
Neb., community chest drive chairman. 





Announcement is made of the engage- 
ment of Miss Paula Parker, Milwaukee, 
daughter of Paul A. Parker, agency di- 
rector of the Old Line Life ‘of America, 
to John E. Clauder. Miss Parker i is one 
of Wisconsin’s outstanding major fem- 
inine golf prospects. 





Dr. B. A. Mardis, chief medical ex- 
aminer of the Reliance Life in San Fran- 
cisco since 1911, has been presented a 
medal by the Pacific Rod & Gun Club 
for shooting 100 per cent in the 25- and 
50-shot competition skeet shooting con- 
test, using a 12-gauge shot gun. Dr. 
Bardis has been an ardent sportsman for 
a number of years. 





Ernest Palmer, Illinois state director 
of insurance, will be one of the chief 
speakers at the banquet at the annual 
meeting of the American Bar Associa- 
tion at Kansas City next week. He and 
Senator Wheeler of Montana will share 
the honors. This is a repeat engage- 
ment for Mr. Palmer as he spoke at the 
A. B. A. banquet 10 years ago. 

‘Mr. Palmer will go to the casualty 
convention at White Sulphur Springs 
the week of Oct. 10. He will be in Chi- 
cago Oct. 14 to attend the meeting of 
the American Life Convention to be 
held at the Edgewater Beach Hotel and 
will attend the luncheon given to its 
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state vice presidents, guest speakers and 
distinguished visitors at noon that day. 
On the following noon he and Governor 
Horner will speak before the insurance 
section of the Illinois chamber of com- 
merce in Chicago. 





E. E. Keller, assistant manager of the 
northern California agency of the Reli- 
ance Life, has been elected president of 
the San Francisco branch of Civitan In- 
ternational, recently organized. 





Henry W. Cook, Jr., assistant under- 
writer at the head office of the North- 
western National Life, and son of Dr. H. 
W. Cook, vice-president and medical di- 
rector, is the father of a daughter, Isa- 
belle Kirkpatrick Cook. 





John D. Spencer, New York Life 
agent in Salt Lake City, and dean of 
Utah’s life insurance salesmen, was hon- 
ored by the Nylic Club, company or- 
ganization, in recognition of his 40th an- 
niversary with the company. Mrs. Spen- 
cer was also a guest at the luncheon, 
and both were presented silver medal- 
lions, Mr. Spencer is still active. 





Ray Hodges, Ohio National home 
ofice agency manager, was the first to 
qualify for both the company’s Builders 
Club and fishing trip. G. F. Wade, Har- 
risburg manager, was second to qualify 
for the Builders Club, of which he is 
president. 





Charles F. Collins, assistant superin- 
tendent of agencies of New England 
Mutual Life, was elected president of 
the Sigma Alpha Epsilon fraternity at 
its recent convention in Chicago. He is 
a graduate of Boston University. 

Frank Kelley of Sioux Falls, 57, gen- 
eral agent of the Northwestern Mutual 
Life for South Dakota, died there after 
a lingering illness. 








R. N. Waddell, Pittsburgh general 
agent Connecticut Mutual, running as 
an independent Republican, easily de- 
feated Councilman William A. Magee, 
veteran campaigner and twice mayor of 
Pittsburgh, in the Republican mayoralty 
primaries. Republicans are optimistic 
about the general election in November. 
Mr. Waddell is backed by the new 
county Republican organization. 





Mrs. A. H. Hoffman of Des Moines, 
whose husband is president of Yeomen 
Mutual Life, is one of the candidates 
for the presidency of the American Le- 
gion auxiliary. The election is taking 
place at the annual meeting this week 
in New York. Mrs. Hoffman has been 
a national vice-president of the auxil- 
lary. She was chairman for two years 
and vice-chairman for three of the na- 
tional rehabilitation committee. 





White L. Moss, new president of the 
Suwannee Life of Jacksonville, Fla., 
which is planning an expansion pro- 
gram, was until recently superintend- 
ent of agencies of the eastern division of 
the American National. He will have 
direct charge of the industrial depart- 
ment. James R. Anthony, Jr., has been 
elected secretary-treasurer. 





James A. Stratton, for many years 
general agent for the Connecticut Gen- 
eral, died at Plattsburgh, N. Y. Mr. 
Stratton, who was second in length of 
service in the field organization, two 
months ago celebrated his 50th anniver- 
Sary with the company. 





J. H. Eteson, assistant superintendent 
of agencies State Mutual Life, follow- 
ing the convention of the National As- 
sociation of Life Underwriters at Den- 
ver, has been on a Pacific Coast trip. 
He will also cover Texas agencies before 
returning to the home office. 


B. M. Woodsmall, vice-president 
American Service Bureau of Chicago, 
as gone on a month’s inspection trip 
through the Pacific northwest and ex- 


















Back on the Job 

















STEPHEN A. SWISHER 


Stephen A. Swisher, Jr., superintend- 
ent of agencies of the Equitable Life of 
Iowa, has resumed the duties of his of- 
fice following an illness of several 
months. Mr. Swisher, who was taken 
ill last fall, returned to his desk June 
1 on a part-time schedule, and since then 
has gradually increased his hours of 
work as his strength improved. R. E. 
Fuller, assistant superintendent of agen- 
cies, served as acting superintendent 
during Mr. Swisher’s absence. 








tending to California. He is visiting 
the bureau’s branch offices in various 
cities and conferring with clients. 


John C. Sebastian, Union Central, 
Cincinnati, has retired after a two-year 
term as president of the University of 
Cincinnati alumni. Mr. Sebastian is a 
leading personal producer and is active 
in the Cincinnati Life Underwriters As- 
sociation. He isa C. L. U. 








J. R. Fletcher, 54 San Antonio, Tex., 
who was in the life insurance work for 
20 years, died. For several years he was 
general agent for the Provident Life & 
Accident. He was the father of Jesse 
N. Fletcher, San Antonio, Tex., agency 
director for the Great Southern Life. At 
the time of his death he was a member 
of the Coleman & Co. agency of the 
Provident Life & Accident. 





F. L. Guerena, one of California’s best 
known insurance attorneys, attached to 
the insurance department for many 
years as assistant attorney-general, was 
killed while deer hunting near Yosem- 
ite National Park. He was struck by 
a bullet from a gun in the hands of his 
young son who slipped, accidentally 
discharging the gun. More recently Mr. 
Guerena’ was prominent in affairs of the 
Pacific Mutual Life, representing the 
state during the reorganization. He 
was 44 years of age. 





L. F. Paret, general agent Provident 
Mutual ife, Camden, N. J., and Phila- 
delphia, has recovered from an emer- 
gency appendicitis operation. 





New York Life Outing 


New York Life agents from the south- 
west district, comprising New Mexico, 
Oklahoma and Missouri, spent the week- 
end at Lake Frances Park, Siloam 
Springs, Ark., on theiri ianiniuiaili ioiuitii 
Springs, Ark., on their annual outing. 
There were 75 in the group. 





Convention Date Announced 


California State Association of Life 
Underwriters will hold its annual con- 
vention Oct. 4-5 in Santa Barbara. 














COUNTRY LIFE’S RECORD 
IS OUTSTANDING 


Rapid and Sound Growth 


Excellent Investments 
Low Mortality | 
Low Overhead Cost | 


The Company's low lapse experience is proof that 
policyholders appreciate all these features. 


COUNTRY LIFE | 


INSURANCE COMPANY 
608 South Dearborn Street 
Chicago, Illinois 
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Looking Ahead 





Are you satisfied with your present rate of progress? Does 
your existing association give you the opportunity to forge ahead 
as rapidly as you wish to do? 


If you cannot answer these questions affirmatively, then 
why not give thought to joining with a vigorous company which 
will do all in its power to assist your forward march? 


Concisely, we are looking for capable producers already well 
established in this business to become our general agents in 
Pennsylvania, Maryland, West Virginia, and North Carolina. 


To such men we can offer an attractive contract that is 
a money-making proposition, and give full home office co-opera- 
tion. 


If you feel that you can qualify for this opportunity, write 
to-day to William H. Harrison, Vice President and Supt. of 
Agencies. 


Atlantic Life Insurance Co. 


RICHMOND, VIRGINIA 
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LIFE SALES MEETINGS 





Continental Assurance Meet 





Agency Convention at Chicago Brought 
Out Some Interesting Features — 
Frances Perkins Notable Speaker 





The Continental Assurance of Chicago 
agency convention is in full blast this 
week in its home city. Those who quali- 
fied in the Two-Five-O Club went on a 
trip to Montreal accompanied by Vice- 
president Roy Tuchbreiter, Vice-presi- 
dent H. W. Dingman, Vice-president 
and Actuary R. E. Moyer and Agency 
Superintendent W. E. White. 

The General Agents & Managers As- 
sociation held its meeting Wednesday 
with E. L. Grant of Chicago, president, 
presiding. Clarence Thiele of Milwaukee 
is vice-president and R. M. Vetter of 
Madison, Wis., secretary and treasurer. 


Big Convention Held 


The big event, however, was the One- 
Two-O Club convention with M. C. 
Chier of Milwaukee as president and 
Andrew Wierengo of Muskegon, Mich., 
vice-president. Its session started Thurs- 
day morning with Agency Superinten- 
dent White as chairman. 

At the Thursday afternoon session D. 
M. Phipps, educational director, was 
chairman and the two main talks were 
given by Dr. H. W. Dingman, vice- 
president and medical director, and 
Vice-president Moyer, who explained 
the new policy forms and answered 
questions regarding them. The annual 
banquet and president’s reception were 
held Thursday evening. 

On Friday morning Mr. White again 
is acting as session chairman, Secretary 
of Labor Frances Perkins being the 
great drawing card for that particular 
meeting. Talks will be made by Mr. 
White and B. C. Markle, secretary of 
the group department, speaking on that 
subject. President Behrens gave his 
address at the opening session. 





Acacia Mutual Meetings 


The 1937 regional meetings of the 
William Montgomery Quality Club of 
the Acacia Mutual were held at Sea 
Island, Ga., French Lick, Ind., and Cor- 
onado Beach, Cal. Each meeting was 
opened by President Montgomery, who 
outlined some of the plans for 1938. At 
each agents’ session, E. J. Warshell, 
Chicago, president of the club, wel- 
comed the members. 





Van Winkle Agency Convention 


The southern California agency of the 
Equitable Society, Kellogg Van Winkle, 
manager, held its annual agency conven- 
tion at Lake Arrowhead Lodge, with an 
attendance of 65. Richard Berlin, Spo- 
kane manager, spoke on “Enthusiastic 
Selling and Mental Attitude.” He was 
formerly district manager of the Van 
Winkle agency at Redlands, Cal. 





Henkel Agency Meets 


B. B. Henkel, manager for the Central 
Life of Iowa, presided at a luncheon 
meeting of western Michigan district 
agents in Grand Rapids, Mich. Sales 
tactics and company plans were dis- 
cussed. J. H. Leaver, vice president and 
superintendent of agents, and Dr. M. T. 
Olson, medical director, were present 
from the home office. 





Federal Life’s Iowa Meeting 


A regional sales meeting was held by 
the Federal Life at Marshalltown, Ia., 
with 22 agents in attendance. George 
Barmore, vice-president, was in charge, 
and was one of the speakers. S. C. 
Kease, assistanat superintendent of 
agents, assisted with the program. F. C. 
Reed, Marshalltown manager, presided 
at the morning session. 


Fitzgerald Named President 





Installed as Head of the Fidelity 
Mutual Leaders Club at Annual 
Convention 





J. E. Fitzgerald of San Francisco was 
installed as president of the Fidelity 
Mutual Life’s Leaders Club at the an- 
nual convention at Virginia Beach, Va. 
The other officers are: Vice-president, 
Maurice Strauss, Newark; second vice- 
president, Sidney Rice, Indianapolis; 
secretary, P. J. Grogan, Johnstown, Pa.; 
treasurer, M. E. Watson, Boston. 

Directors are: L. C. Burwell, Jr., 
Charlotte, N. C.; R. W. Campbell, Al- 
toona, Pa.; H. N. Lyon, San Francisco; 
G. H. Dorwart, Karl Collings and F. L. 
Bettger, all of Philadelphia; C. B. 
Metheny, Pittsburgh; C. K. Gordy, New 
Haven, Conn.; J. H. Brennan, Chicago, 
and E. M. Horn, Harrisburg, Pa. 

F. H. Sykes, vice-president and man- 
ager of agencies, was chairman. Mr. 
Fitzgerald spoke on “Why Be Satisfied 
with Averages.” He said the law of 
average should be repealed; men get in 
the average rut and become satisfied 
with mediocrity. He urged studying for 
information, practicing for perfection 
and reading for inspiration. 


Wins Convention Trip 


W. J. Meinhardt, Brennan agency, 
Chicago, was introduced as winner in a 
contest, award for which was conven- 
tion attendance on the same basis as a 
class A leader. 

C. T. Feddeman, agency assistant at 
the home office, opened the second 
morning session, comparing success fac- 
tors of 15 of the 1937 leaders with the 
15 leaders in 1935. Sidney Rice spoke 
on “Where to Go.” E. H. Schaeffer, 
Harrisburg, discussed “The Struggle for 
Security,” noting a revival of interest 
in programming. A skit was produced 
by W. J. Meinhardt as the prospect and 
Paul Ries, agent, both of Chicago, fol- 
lowed by demonstration of use of the 
form referred to in the skit, by E. M. 
Horn and H. F. Stroneking, Harrisburg. 

C. B. Metheny, Pittsburgh, noted pit- 
falls of complacency into which agents 
fall and methods to avoid them. A 
round table discussion of underwriting 
and seiection was held the second after- 
noon. 


Discuss Tax Questions 


Discussion of using life insurance to 
solve tax problems, headed by M. E. 
Watson, Boston, was held the third 
morning. The Fidelity Mutual’s “income 
for life” plan was dramatized by A. E. 
McElroy and E. J. Dowling, Philadel- 
phia, and R. E. Greenlee, Jr., Baltimore. 

C. Burwell, Jr., Charlotte, N. C., 
talked on prestige. Seven rapid fire 
talks of five minutes each were given 
by agents. 

Mr. Fitzgerald won an award for the 
best organized sales talk designed to 
offer a program. Calvin Pontius, super- 
viser of agencies, was chairman of the 
committee and made the award. There 
were nine agents with continuous pro- 
duction of more than 52 weeks, led by 
Mr. Horn of Harrisburg with 495 
weeks. The agency with highest per- 
centage of increase in convention quali- 
fications was Wilmington, Del., under 
Manager M. S. Alexander, who won the 
library award. The Heron trophy 
awarded annually to the agent with 
highest percentage of increase over pre- 
miums for the previous full year went 
to the 1937 winner, L. C. Burwell, Jr., 
Charlotte, N. C., with 112 percent in- 
crease. He secured permanent custody 
of the cup. J. H. Brennan, Chicago, 
made the presentation. 

The Fidelity Mutual’s “Congressional 





medal,” or president’s trophy, went to 


Karl Collings, Philadelphia, who had a 
perfect persistency score. 

C. H. Jones gave an inspirational talk 
and President Walter Lemar Talbot 
closed the convention with an address. 





Texas Prudential Meeting 


The Texas Prudential of Galveston 
held a meeting of its Oklahoma and 
Texas managers and general agents in 
Dallas to furnish the latest ideas on 
agency building, Among the topics dis- 
cussed were quality recruiting, training 
of new agents, service which should be 
furnished by the manager to the field 
men, reduction of agency  turn-over, 
proper division of the manager’s time 
and conservation of insurance. 

The home office was represented by 
Vice-president S. E. Kempner, Manager 





of Ordinary Agencies H. G. Rogers ang 
Supervisor R. R. Cheatham. 





Lincoln National Conventions 


The Lincoln National Life 1938 cop. 
vention sites and dates have been ap. 
nounced. Club members from the west. 
ern states will convene at the Hotel Del 
Coronado in southern California, June 
22-24; eastern conventioneers at the 
Grand Hotel, Mackinac Island, Mich, 
July 13-15. The number of agents quali. 
fied for the conventions at the halfway 
mark in the qualification period is 33 
percent ahead of the number qualified 3 
year ago. 





Leading producers of the Equitable 
Life of New York from upper New York 
state had an agency educational confer. 
ence at Higby’s Lodge at Big Moose, N.Y, 








LIFE AGENCY ‘CHANGES 





Consolidate Three Agencies 





Equitable of Iowa Combines Water- 
loo and Marshalltown, Ia., with Des 
Moines Under Fort 





The Des Moines, Waterloo and Mar- 
shalltown, Ia., agencies of the Equitable 
Life of Iowa have been consolidated 
into what will be known in the future 
as the Des Moines agency with Grady 
V. Fort as general agent. Mr. Fort rep- 
resented the Equitable in Shenandoah, 
Ta., for many years. Three years ago 
he was named home office field super- 
visor, and in that capacity has traveled 
widely, working with company agencies 
all over the country. 

Walter St. John, J. H. Hilmes and 
W. B. Strief, former general agents in 
Des Moines, will be assocated with Mr. 
Fort as special representatives, as will 
H. P. Meade, former general agent at 
Marshalltown; B. F. Green, former spe- 


cial representative there, and K. L. 
Bragdon, former agency manager at 
Waterloo. 





Hayes Goes to Davenport 


The State Mutual Life has appointed 
Walter S. Hayes, supervisor in its Co- 





New Manager 








FRED M. EXLINE 

Fred M. Exline becomes Connecticut 
General Life manager at Columbus, O., 
succeeding C. R. Garvin, who will give 
his time to personal production. The 
latter has been with the company since 
1914. Mr. Exline started with the Con- 
necticut General in 1933, having joined 
it after 15 years’ banking experience. 
For the last year he has been assistant 





manager in Chicago. 








ey 


lumbus, O., office, general agent in Day- 
enport. The agency services eastern 
Iowa and western Illinois. Mr. Hayes 
has been in the ‘business in Ohio 18 
years. He started selling life insurance 
after reporting experience on the “Daily 
Examiner” of Bellefontaine, O. Born 
near Huntsville, O., Mr. Hayes com- 
pleted his schooling in 1916 and worked 
in the county treasurer’s office until the 
war interrupted. Recently he set a com- 
pany record for personally produced paid 
applications during a month’s drive in 
honor of President Bullock. 





Columbian National in Maine 


State Supervisor Maynard Swift of the 
Columbian National Life in Maine has 
joined forces with Plummer’s Insurance 
Agency at Portland and the life depart- 
ment will be managed by Mr. Swift. S. 
Guy ‘Chason is president of the agency. 

Associated with President Chason 
since the beginning of 1937 is W. M. 
Whalen, thoroughly versed in insurance 
with a background of successful sales 
ability in the life field. Besides his work 
in general lines he wrote over $200,000 
of life insurance during the past year. 

Mr. Swift went with the Columbian 
National a few years ago from the 
Phoenix Mutual to be supervisor in the 
Thayer Quinby agency in Boston. After 
staying in that position for about a year 
he was promoted to take over the super- 
vision of all agencies in Maine. 





Gordon Resigns as Partner 


Lewis J. Gordon, after 36 years’ serv- 
ice with A. H. Curtis & Co., general 
agents of New England Mutual, Bos- 
ton, the last 20 years as a partner, has 
resigned. He entered the agency when 
it was organized in 1901 as cashier and 
office manager. Mr. Gordon has seen its 
insurance in force rise to over 75 mil- 
lions. To this result he has contributed 
largely. He plans eventually to live at 
his country house in Chester, N. H., but 


to spend considerable time in travel. 





Norton Agency Organizer 

Paul A. Norton has been appointed 
agency organizer for New York Life at 
Cedar Rapids, Ia. The appointment 
was made by O. R. Carter, Chicago, in- 
spector of agencies. Mr. Norton gradu- 
ated from Harvard University last June. 
He is a son of A. J. Norton of Chad- 
ron, Neb., who has been for many years 
one of New York Life’s leading pro- 
ducers in number of applications and 
volume. 


Essler to Reliance Life 


J. H. Essler, formerly with the Prov- 
ident Mutual Life in St. Paul, has been 
appointed district manager there for the 
Reliance Life. 


Massachusetts Mutual Changes 


Charles H. Schaaff, agency assistant 
in the Massachusetts Mutual Life gen- 
eral agency of E. J. Schlitzer in Roches- 
ter, N. Y., becomes general agent 10F 
the company in Syracuse. He succeeds 
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Robert Wright, resigned. Mr. Schaaff 
will be succeeded in Rochester by Wil- 
fam Moyes who has been in the Roch- 
ester agency for six years. 





Bankers, Neb., Names Three 


B. W. Brant, formerly with the Mon- 
ymental Life, more recently general 
agent at Joplin, Mo., for the Bankers 
Life of Nebraska, has been transferred 
to Kansas City as general agent. 

Roy Q. Smith has been named gen- 
eral agent at Ft. Scott, Kan., and W. 
H. Van Osdol becomes general agent 
at Jefferson City, Mo. 


Underwood Made General Agent 


H. B. Underwood is the newly ap- 
pointed general agent of the Equitable 
of Iowa in Buffalo. He has been in the 
agency for many years. 





Sherer Goes to Rochester 

Robert E. Sherer has been appointed 
supervisor of the Phoenix Mutual Life 
office in Rochester, N. Y., where A. T. 
Churchill is manager. Mr, Sherer has 
been in the R. A. Judd Phoenix Mutual 
agency in Chicago for the past two 
years. 


Opens New Toronto Office 


George F. French, who takes over the 
new central Ontario branch of the Mon- 
arch Life of Winnipeg in Toronto, has 
opened offices in the Toronto Star build- 
ing. Mr. French was president of the 








Montreal Life Underwriters Association. 
He has had eight years experience. 





Morrow in New Post 


W. L. Morrow, formerly San Antonio 
general agent for the Ohio National 
Life, but recently with the State Mutual 
Life, has been appointed San Antonio, 
Tex., manager for the Life of Virginia. 


Joins Texas Prudential 


T. M. Edwards, for a number of years 
in agency development work for the 
old Southern Union Life of Fort Worth 
and for the past year agency director 
for the Guaranty Reserve Mutual Life 
of Dallas, Tex., has been appointed San 
Antonio, Tex., manager for the Texas 
Prudential of Galveston, Tex. 





Nolan District Manager 


Harry Nolan, for the past seven years 
agent for Equitable of New York at 
Carthage, N. Y., has been appointed 
district manager at Watertown, N. Y. 
He is a member of the Equitable $200,- 
000 Club. 





AGENCY NOTES 





H. L. Fisackerly, formerly of Winona, 
Miss., has taken charge of the life in- 
surance department of the First Na- 
tional Insurance Agency, Blytheville,Ark. 

S. U. Reavis and J. W. Nutt have 
formed the agency of Reavis & Nutt, at 
Little Rock, Ark. They will represent 
the Northwestern Mutual Life. 








NEWS OF THE COMPANIES 





Beneficial Life Celebrates 
Opening of Its New Building 





The Beneficial Life of Salt Lake City 
held open house, Sept. 18 to celebrate 
the opening of its new office in the 
Beneficial Life building. A_ special 
broadcast was arranged, short talks being 
made by President Heber J. Grant, who 
had just returned from a European 
tour; Commissioner Neslen of Utah, G. 
P, Backman, secretary Salt Lake City 
chamber of commerce; C. R. Marcusen, 
president Utah Life Managers Associa- 
tion, and F, E. Walker, president Salt 
Lake Association of Life Underwriters. 

The Beneficial Life has completed 32 
years in business and is having a very 
rapid growth. 


W. G. Proctor Appointed 


W. G. Proctor has been appointed 
assistant agency director of the Republic 
National Life of Dallas. He has been 
associated with the company for 10 
years. He was formerly state agent in 
Missouri and later was director of agen- 
cies for one of the companies owned by 
the present management. He will de- 
vote particular attention to the develop- 
ment of a home office agency. 





Federal Life Quits Minnesota 


The Federal Life has withdrawn from 
Minnesota. The action followed a dis- 
agreement with the Minnesota depart- 
ment over the status of non-cancellable 
Policies. In its last annual statement 
the Federal Life reported $1,096,562 or- 
dinary life and $187,000 group in force 
in Minnesota. Its accident and health 
premiums in the state last year were 
$35,729. 





Wins Income Tax Suit 


The General American Life won its 
$216,168 income tax suit before the 
board of tax appeals in Washington. It 
involved transactions in the reinsurance 
of the Missouri State Life. 





Report on Marquette Life 

Assets of Marquette Life of Chicago 
— so-called 1927 assessment company— 
as of March 16 amounted to $50,586 and 
net surplus $1,129, report of an exami- 





nation by the Illinois department re- 
veals. Its insurance in force amounts 
to $1,222,843 and practically no new 
business is being written. Future suc- 
cess of the company, the examiners 
state, is dependent upon improvement 
in earnings of the investments and the 
writing of additional business. The 
management is economical. William 
Clendenin is president; John Mac- 
Arthur, executive vice-president; A. F. 
Seelig, vice-president, and C. S. Blom- 
gren, secretary. Total income during 
1936 was $35,382 and total disburse- 
ments $26,723. 


Guin with the Provident 


F. R. Guin has been appointed agency 
supervisor for the Provident Life & Ac- 
cident of ‘Chattanooga. He formerly was 
supervisor for the National Life of Ver- 
mont. He started in the business with 
the Pilot Life. Mr. Guin will travel the 
southeast states. 








Joins Home Loan Bank 


The United Benefit Life of Omaha 
has become a member of the Federal 
Home Loan Bank, Topeka, Kan., which 
covers Kansas, Oklahoma, Colorado and 
Nebraska. This is the first life company 
to join the bank; heretofore members 
all have been building and loan associa- 
tions. Other life companies are, how- 
ever, expected to join. The member 
may purchase bank stock up to 1 per- 
cent of the home mortgage loans it 
owns. 


Pyramid Life’s Building 

The Pyramid Life of Little Rock, 
which recently purchased the Southern 
building in that city, will occupy it 
about the middle of next month, the 
first floor being entirely remodeled. 








Visit Ohio Agencies 

A. B. Slattengren, vice-president, and 
Dave Dawson, field supervisor of the 
Mutual Trust, are visiting Ohio agencies 
this week. 


Provident in New Building 

The Provident Life of Bismarck, 
N. D., is now occupying its new home 
office building, a two-story brick struc- 
ture of modernistic architecture. 



















COLLEGE QUESTION 


The college question of many 
fathers is answered each autumn 
by Juvenile Educational Endow- 


ment contracts. 


A wide variety of Juvenile Poli- 
cies is part of the sales kit of every 


Lamar Life Fieldman. 






The LAMAR LIFEGENSURANCE COMPANY 


LAMAR UFE TOWER 


















































Here Are the Facts: 


For 230 Leading Companies, during 1936:* 





... Total gain of insurance to total insurance in force 


Saco sn iain dence tiaees 3.88%, 
... Total new business to total insurance in force at 
Te Pr err ee errr rrr Tree 14.02%, 


For the Pilot Life, during 1936: 








...Gain of insurance to insurance in force at end of 
nn error rer ere Te rey ee 8.94%, 


. .. New business to insurance in force at end of year. 31.11% 


Our hearty thanks to a loyal Pilot field force for making these records 
possible. 





*Figures obtained from The 1937 Little Gem Life Chart. 
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PILOT LIFE INSURANCE CO. 


Greensboro, North Carolina 
Emry C. Green, President 
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PACIFIC COAST AND MOUNTAIN 





“a Handbook Is Just Issued 


Reference Volume for Colorado, Wyo- 
ming and New Mexico Published by 
The National Underwriter 


The Underwriters Hand-Book of 
‘Colorado, New Mexico and Wyoming 
‘has been published by THE NATIONAL 
‘UNDERWRITER. This new book, which is 
issued every two years is a camplete 
land up-to- date reference book for these 
lmountain states, insurance-wise. 

The compilers in preparing the edi- 
tion note an increase in agents licenses 
in each of the three states. In Colorado 
ithere were 13,225 licenses in 1935 while 
lin 1937 13,495 licenses were received. 
{The number of stock fire agents de- 
‘creased from 7,701 ta 7,463 and life 
‘agents decreased from 1,861 to 1,821, 
ut mutual fire licenses increased from 
306 to 579, stock casualty from 3,159 to 
3,318 and mutual casualty from 198 to 
314. In New Mexico the total number 
of licenses increased from 2,907 to 3,722 
the greater part of the increase being in 
\stock fire and life agents. In Wyoming 
ithe increase was from 2,641 to 3,042 and 
here the big increase was among one 
ifire agents licenses. 
|. The book lists all the agents in the 
‘three states with the companies repre- 
sented, menthers of the firm, date estab- 
lished and other business transacted, if 
any, as well as showing in the company 
directory department the companies li- 
censed in these states, with’ officers, fi- 
‘nancial statements, field representatives 
land other data. Other sections give the 
irecord of insurance in Colorado, show- 
ing fire and life business for the past six 

‘iyears and casualty for two years classi- 

fied by lines written, lists of special 
‘gents and managers of fire and cas- 
‘ualty companies, lists of managers and 
‘general agents of life companies, lists of 
attorneys and adjusters, town classifica- 
tion for fire protection and other valu- 
able data. 


Launches Training Department 


_ The Hays, Hudson. & Bradstreet 
agency of the New England Mutual 
‘Life in Los Angeles is creating an 


agents’ training department, in charge of 
R. R. Hays, Jr., a member of the firm 
and formerly in charge of its Orange 
county branch office at Santa Ana. The 
jagency believes new men should be in 
a separate environment during their 
training in the business. Not more 
than six persons will be given the edu- 
cational course at any one time. After 
individual ability has been proven, they 
will be. placed in the regular agency 
group: — 


Patterson on Coast 


Alexander E. Patterson, vice-presi- 
dent Penn Mutual Life, spoke to an 
agency meeting in charge of R. C. Mc- 
Croskey at Spokane. Mr. Patterson is 
accompanied by Grover D. Davis, assist- 
ant to the vice-president. 

Mr. Patterson also met with 
Joseph F. Grant agency in Seattle. 


the 


Agency Cashiers Hear Bryson 

The Life Agency Cashiers Association 
fof San Francisco, recently organized, at 
jts second meeting had W. D. Bryson, 
manager the Retail Credit Company in 
San Francisco, as the speaker. The 
group, which is now formulating a con- 
stitution and by-laws, plans to hold 
monthly dinner meetings. J. F. Fixa, 
Prudential, is president; T. W: Hoag, 
Penn Mutual, vice-president, and A. F. 
White, Phoenix Mutual, secretary-treas- 
rer 


Hold ail at Santa Ana 


The Southern California agency o7 
the Lincoln National Life in Los An- 
geles, W: 





T. Shepard, general agent, 





held an all-day outing for all members 
of the agency at the Santa Ana Coun- 
try Club, Santa Ana, Cal. An enter- 
tainment program was provided under 
the direction of Guy Gilbert, district 
agent at Santa Ana, and Mrs. Gilbert. 


Frisbie Talks to Society 


Charles J. Frisbie, New England Mu- 
tual Life general agent, Seattle, was the 
principal speaker at the annual dinner of 
the Insurance Society of Washington, 
an educational organization for all lines 
of insurance, in Seattle. 





Montgomery Returns Home 


William Montgomery, president of the 
Acacia Mutual, left Seattle for Washing- 
ton, D. C., returning to the home office 
after spending several weeks on the Pa- 
cific Coast. After attending a regional 
conference at Coronado, Cal., Mr. 
Montgomery, accompanied by F. J. Hal- 
liday, assistant actuary of the Acacia, 
spent some time visiting the Portland 
and Seattle agencies. 


Pettric in Private Work 


Victor F. Pettric of Los Angeles is 
devoting his entire time to personal pro- 
duction with offices at 412 West 6th 
street. He places most of his business 
with the Occidental Life of that city. 
He is giving considerable time to the 
development of National Estators, Inc. 





New Mexico Deputy Resigns 


Ernest Salazar of Albuquerque has 
resigned as assistant insurance commis- 
sioner of New Mexco. 


POLICIES 


Indianapolis Life Adds New 
Joint Settlement Option 











The Indianapolis Life is adding a 
joint and two-thirds survivor annuity 
settlement option. This option will be 
granted to new policies or policies now 
in force, whether the policies are insur- 
ance or retirement annuities. If the pol- 
icy proceeds are not sufficient to pro- 
vide a monthly payment of $15 the 
company reserves the right to pay at 
such intervals as will make the pay- 
ments amount to $15 each. The income 
per $1,000 is determined by the sex and 
the age at nearest birthday of the in- 
sured and joint payee on the due date 
of the first payment. After the death 
of either the survivor will receive two- 
thirds of the original monthly payment. 
The accompanying table shows amounts 
of original monthly payments for 
various age combinations. 





Fe- 

male, Age of Male Annuitant———\, 
Age 50 5E 60 65 70 
50 $5.11 $5.35 $5.61 $5.87 $6.14 
51 5.16 5.41 5.67 5.95 6.23 
52 5.21 5.47 5.74 6.03 6.32 
53 5.26 5.53 5.81 6.11 5.41 
54 5.31 5.59 5.88 6.19 6.50 
55 5.37 5.65 5.96 6.28 6.60 
56 5.42 5.71 6.03 6.37 6.71" 
57 5.47 5.78 6.11 6.46 6.81 
58 5.53 5.85 6.19 6.55 6.92 
59 5.59 5.91 6.27 6.65 7.03 
60 5.64 5.98 6.35 6.75 7.15 
61 5.70 6.05 6.44 6.85 Tee 
62 5.76 6.12 6.52 5.95 7.39 
63 5.82 6.20 6.61 7.06 7.52 
64 5.88 6.27 6.70 wat 7.65 
65 5.94 6.34 6.79 7.28 7.79 
66 6.00 6.42 6.88 7.39 7.92 
67 6.07 6.49 6.98 7.51 8.07 
68 6.13 6.57 7.07 7.62 8.21 
69 6.19 6.65 7.17 7.74 8.36 
70 6.25 6.72 7.26 7.86 see 


National Old Line, Ark. 


The new rate book of the National Old 
Line of Little Rock, quotes rates on a 
slightly higher basis, surrender values 
affected by a revised surrender charge 
and several plans of insurance that did 
not appear in the previous edition. The 
surrender charge varies with the policy 





form but in general it is extended be- 
yond the previous limit of the 15th year 
and it is increased to $24 per $1,000 ex- 
cept where that amount exceeds one- 
half of the 3rd or later year’s reserve. 
The new plans are of the income type 
and a modified life with one-half pre- 
mium during the first five years. 


New State Reserve Policies 


New policies released by the State Re- 
serve of Fort Worth include a 20 pay- 





ment life special, a coupon policy which 
becomes paid-up in 14 years if coupons 
are left attached. For age 35 the pre. 
mium is $38.28, first coupon $3.78 angq 
the 19th coupon $21. Other new pojj. 
cies are five-year modified life and lif, 
income at 56 and 63. These two incom 
contracts are more flexible than the oq 
life income at 60 which they replace 
They allow the insured to start the ip. 
come either before or after the maturity 
date of the policy with a corresponding 
smaller or larger income. 








As SEEN FROM CHICAGO 





SPEAKERS FORUM CLASS 


The opening meeting of the fall ses- 
sion of the Insurance Exchange Speak- 
ers Forum was held, Sept. 13 at the 
Central Y. M. C. A. in Chicago, with a 
good attendance. Three new members, 
A. V. Cornell, H. G. Miller and R. F. 
Urbauer, joined the group. Harold W. 
Lorenz of the Rockwood Company pre- 
sided as chairman. The forum is com- 
posed of a group of young insurance 
people who realize the benefits to be de- 
rived from organized thinking and ef- 
fective speaking. R. E. Baker of the 
Hartford Accident is the instructor and 
critic. Weekly meetings are held Mon- 
day evenings at the Central Y. M. C. A. 
There are a few vacancies in the organ- 
ization and any insurance man_ or 
woman interested may make inquiry of 
either Mr. Lorenz, phone Central 5314, 
or Mr. Baker, phone Wabash 5445. 


LIFE COMPANY STOCK QUOTATIONS 


H. W. McKinney of G. L. Ohrstrom 
& Co., Board of Trade building, Chi- 
cago, gives the following quotations on 
the stock of life companies: 

Par 


Bid Asked 


Div. 

Aetna ife «....... 10 0 26% 28 
Amer. Life, Ala.. 5 me 4 oe 
Bank. Nat. Life. 10 1.00 3 42 
Build, Life, TH... 1 Sate oe 2 
Central Life, Ill. 10 oe 9 ray 
Cent. States Life 5 sick 2 4 
Columbian Nat..100 4.00 80 90 
Commonw. Life.. 10 15 17 19 
Conn. Gen. Life. 10 .80 31 33 
Cont. Assurance. 10 2.00 33 36 
Cont. Am. Life... 10 1.20 30 34 
Farm. & Traders.100 12.00 210 225 
Fed. Life, Chgo.. 16 ae 8 as 
Girard Life .... 10 .40 hie | 13 
Great Nor. Life.. 10 scale 4 oe 
Great South. Life 10 2.50 18 23 
Kan. City Life..100 16.00 400 450 
Life & Cas.,Tenn. 2 an 9 11 
tife of Va....... 20 3.00 73 80 
Lincoln National 10 1.20 24% 26 
Mo. State Life... 10 avers 1 2 
Natl. Life & Ac.. 10 1.60 56 61 
New World Life 10 -40 5 6 
Northw. National 5 -60 13 14% 
North Amer. .... 2 as 4% 5% 
Ohio National... 10 1.00 24 28 
Ohio State Life..100 10.00 225 A 
Old Life Life... 10 .60 11 12% 
Old Republic 

Credit Life 1 -05 %4 1% 
Pacific Mutual... 1 ne 2% 3% 
Pan Amer. Life. 10 -50 16 19 
Peoples Life, Ind. 10 -60 20 ae 
Philadelphia Life 10 eeu 4 5 
Prot. Life, Ala... 10 -60 14 ie 
Prov. Life, N. 2: 10 -80 11 = 
Rockford Life .. 10 be. 4 8 
Sun Life, Can...100 Dats 585 625 
TPAVEICTS: 6025+ 0% 100 16.00 450 475 
Union Central... 20 .80 35 . 
Wisconsin Natl.. 10 50 15 17 


NEW GROUP SUPERVISOR 

Henry G. Glimm, formerly president 
of the Allen Specialty Company, Chi- 
cago, has joined the Chicago group di- 
vision of the Metropolitan Life as group 
supervisor under Manager E. R. Seese. 


ILLINOIS AGENCY LICENSES 


The Illinois insurance department 
shows that there had been 65,308 agency 
licenses issued in Illinois for the year 
as of Sept. 1, there being 30,744 fire, 
19,785 life, 246 burial, 144 mutual bene- 
fit assessment, 83 Lioyds and 14,306 
casualty and surety. Of the 19,130 legal 
reserve life agents, 8,998 are downstate: 
8,767 Chicago and 1,265 in Cook county 
outside of Chicago. There are 655 as- 
sessment life company agents licensed, 
there being 467 downstate, 170 in Chi- 
cago and 18 in Cook county. For the 
burial societies there are 246 agents 
licensed, there being 93 downstate, 144 
in Chicago and nine in Cook county. Of 
the mutual benefits there are 95 down- 





——, 


state, 43 in Chicago and six in Cook 
county. 

Of the premiums paid in the state, 14 
percent go to fire insurance, 16 perce; 
to casualty and 70 percent to life. Cook 
county has 61 percent of the total popv- 
lation of the state. 





WOMEN’S DIVISION IS ACTIVE 


The women’s division of the Chicago 
Association of Life Underwriters will 
meet Oct. 1 in room 1906 Republic 
building, Chicago, to hear the four Chi- 
cago women who were on the program 
at the Denver annual convention of the 
National Association of Life Underwrit- 
ers—Sara Frances Jones, Equitable So- 
ciety; Lorraine Sinton, Mutual Benefit: 
Vera S. Reynolds, Continental Assur- 
ance, and Joy Luidens, secretary Chi- 
cago association. They will brief the 
women’s activities at Denver and sum 
up the present status of the women’s 
division movement nationwide. Miss 
(Maude I. Dimock, New York Life, the 
chairman, will preside. 


DECLARATORY JUDGMENT ACT 


Uses of the federal declaratory judg- 
ment act in life insurance were dis- 
cussed by Attorney W. J. Brown be- 
fore the Chicago Insurance Lawyers 
Club. This law, which permits federal 
courts to declare rights and other legal 
relations of any interested party in cases 
of actual controversy, declared Mr. 
Brown, is valuable as a means of get- 
ting controversies settled while evidence 
is still available, avoiding maintenance 
of reserves pending a possible protracted 
lawsuit and preventing assignments o! 
a cause of action to a citizen of the same 
state in which the insurance company 
is incorporated to prevent removal to a 
federal court. The act was declared 
constitutional by the U. S. Supreme 
Court recently in the case of Aetna Life 
vs. Haworth and the way has now been 
paved for a general use of it by insur- 
ance companies. 

Cases which Mr. Brown suggested as 
applicable to declaratory judgment ac- 
tion included controversies relating to 
such features as fraud, nonperformance 
of conditions precedent, substitution, 
loss and disappearance of policies and 
controversies relating to disability an! 
double indemnity features. It may also 
be used in cases involving rival claim- 
ants, although in many states the inter- 
pleader statutes provide an adequate 
remedy in these cases. 





To View Investment Trend 


Charles F. Williams, president \West- 
ern & Southern Life, will speak at the 
annual convention of the Mortgage 
Bankers Association of America Oct. 15 
in Cleveland on “The Trend of Mort- 
gage Investments.” 


Arrest Unlicensed Agent 


LANSING, MICH. — John Ross- 
bacher, alias H. O. Power, of Hopkins. 
Mich., was given choice of a $75 fine oF 
an 85-day jail sentence in Allegan jus 
tice court after pleading guilty to @ 
charge of representing an unlicensed 
company. Rossbacher, who was — 
last July to represent a reputable life 
company, had been soliciting considet- 
able business for the unlicensed Federa 
Mutual Life of Jacksonville, Fla. Eigh! 
or ten complaints had been filed with 
the department relative to his activities. 
He had been using the name of Power 
in connection with his illicit business 
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~ News or LIFE 


Lauds Leadership in Chicago 


Holgar J. Johnson Ascribes Honors 
Won at Denver National Meeting to 
Outstanding Work 


Strong leadership in the Chicago As- 
ciation of Life Underwriters, Holgar 
j. Johnson, general agent Penn Mutual, 
pittsburgh, stated in his talk before the 
association's September meeting, was 
responsible for Chicago securing so 
many honors at the Denver annual con- 
vention of the National Association of 
Life Underwriters. He noted awarding 
of the membership cup to the Chicago 
association, the fact that H. T. Wright, 
Equitable Society, past president Mil- 
lion Dollar Round Table, was reelected 
national trustee, and P. B. Hobbs, 
Equitable Society, elected chairman 
general agents and managers division, 
and C. J. Zimmerman, Chicago general 
agent Connecticut Mutual, was elected 
secretary. These three were introduced. 

New C. L. U. men were given their 
diplomas and a charge by Earl M. 
Schwemm, manager Great-West Life, 
president Chicago chapter of C. L. U. 
Those receiving certificates were Louis 
Behr, Adolph Klein and M. B. Skinner, 
all Equitable Society; D. O. McLeran 
and Edwin Miller, Mutual Life of New 
York; J. B. Parker of Mack & Parker, 
New England Mutual, and D. R. 
Wright, Union Central. Other Chi-, 
cagoans who passed the C. L. U. ex- 
aminations but have not yet met all re- 
quirements are O. R. Aspegren, Jr., 
Northwestern National Life; Borden 
Kessler, Sun Life of Canada, and L. W. 
Tracy, New York Life. President A. E. 
McKeough presided. 


Membership Cup Presented 


Secretary Zimmerman of the National 
association awarded the silver cup for 
membership work in district 8, when the 
roster was increased from 1,070 to 
1,260. Mr. Zimmerman until the Den- 
ver meeting was chairman of the na- 
tional membership committee. L. M. 
Buckley, chairman Chicago membership 
committee, received the cup. The mem- 
bers of his committee were J. A. Bren- 
nan, Fidelity Mutual; Burton Mudge, 
Jr, Penn Mutual, and A. W. Ormiston, 
Travelers. Mr. Ormiston is the new 
membership chairman in Chicago. J. H. 
Sherman, life manager of W. A. Alex- 
ander & Co., Penn Mutual, introduced 
Mr. Johnson. 


Plan Ontario Sales Congress 


TORONTO—Plans are now practic- 
ally complete for the Ontario sales and 
educational congress here Oct. 29. 
Speakers include: C. Preston Dawson, 
production manager of William H. 
Beers Agency, New York; G. Fay 
Davies, superintendent of agencies Na- 
tional Life, Toronto; J. E. Kavanagh, 
vice-president Metropolitan Life; S. F. 
Muter, president Life Underwriters As- 
sociation of Canada, with the Metropoli- 
tan Life at Kitchener, Ont.; Thomas 
Bradshaw, president North American 
Life, Toronto, and Lloyd J. Lynch, Min- 
neapolis general agent John Hancock 
Mutual Life. A leading producers’ clinic 
will be presided over by T. H. Dickin- 
son, Mutual Life of Canada, Toronto. 


San Antonio, Tex.—A. C. (Tex.) Bay- 
less, Houston, Tex., Southland Life gen- 
eral agent, outlined his ‘“curbstene 
Philosophy” on contacts and creating 
prestige. He stressed the need for 
friendliness, the building of prestige 
through becoming known through ad- 
vertising and civic activity, the import- 
ance of always appearing cheerful, an 
ue interest in local athletic activi- 
ties, 

O. PRP. Schnabel, Jefferson Standard 
Life, reported on the Denver convention. 
Gail Johnston, Metropolitan Life group 
division manager at St. Louis, will speak 
at the Oct. 11 meeting. 





St. Louis Has a New Course 


Leading General Agents and Man- 
agers to Speak Each Week Until 
December 


ST. LOUIS— Twenty-four general 
agents and managers will serve as the 
instructors for the life insurance train- 
ing course to be conducted this fall by 
the General Agents & Managers Asso- 
ciation of St. Louis and the Life Under- 
writers Association of St. Louis. The 
course started this Thursday and will 
be held weekly until Dec. 16 in the Con- 
tinental building auditorium from 7:30 
to 9:30 p. m. 

“The Job of Selling” was discussed 
this week by Stratford Lee Morton, 
Connecticut Mutual, and “Life Under- 
writing Fundamentals,” by Anthony E. 
Vieth, Massachusetts Mutual. 

The schedule for coming weeks is: Sept. 
30—‘Life Situations,” Fred T. Renck, 
National Life of Vermont, and “Types of 
Contracts,” E. J. Burkley, Phoenix Mu- 
tual; Oct. 7—“‘What’s in a Policy?” W. 
Van Sickler, State Mutual, and “Filling 
Out the Applications,” C. R. Fooshe, 
Prudential; Oct. 14—‘“Whom Shall I 
Sell?” H. H. Cammack, John Hancock 
Mutual, and “Determining My Major,” 
James C. Green; Oct. 21—‘The Ethics 
of the Business,’ C. H. Poindexter, 
Northwestern Mutual, and “The Insur- 
ance Department and the Agent,” Super- 
intendent O’Malley; Oct. 28—“Getting 
Started in the Field,’ Ray Martin, 
Home of New York, and “Your Work 
Plan for the Next Thirty Days,” Pearce 
H. Young, Union Central. 

Enrollment is in charge of Fred W. 
Aufderheide, Mutual Benefit Life, 505 
National Bank of Commerce building. 
Members will be charged $7.50 for the 
course, non-members $9.50. 


Every Member Urged to Take 


Interest in Legislation 


SAN FRANCISCO--Karl L. Brac- 
kett, president California State Associa- 
tion of Life Underwriters, has warned 
the presidents of all local associations 
in California that “in these days of un- 
usual legislative trends the protection 
of our business demands that we no 
longer ‘let George do it.” He points 
out the necessity for each and every 
individual member of the various asso- 
ciations to take his share of responsi- 
bility in educating himself about legis- 
lative matters and legislation, as well as 
doing his part in educating legislators 
about life insurance. 

“Heretofore, when life insurance inter- 
ests have been concerned with some 
impractical and unacceptable measure 
introduced in either house of the legisla- 
ture,” the report says, “we have had to 
‘dash’ to Sacramento and try in an 
amateurish way to deal with legislators 
who were in the main strangers to us, 
and who were also strangers to a large 
extent to the subject of life insurance.” 
With his report Mr. Brackett enclosed 
a handbook of the California legislature, 
with which he requests local associatior. 
officials to become familiar, also that 
they ascertain who their assemblymen 
and senators are and the committees on 
which they serve, as well as studying 
the handbook to assist. in the process of 
educating underwriters about legislation 
and legislators. 

Mr. Brackett plans to make a more 
detailed report on legislation at the 
annual meeting of the California asso- 
ciation in° Santa Barbara Oct. 4-5. 


Wisconsin Executives Meet 
MILWAUKEE — Officers, directors 
and committee chairmen of the Wis- 
consin State Association of Life Under- 
writers held a quarterly meeting here. 





At noon they were guests at the 
monthly meeting of the Milwaukee as- 
sociation. 

The recent organization of the Mani- 
towoc association was reported. E. M. 
Lorigan, its president, was _ present. 
Both the Manitowoc and the new Wau- 
sau association are planning to affiliate 
with the national and state bodies. 

E. G. MacDonald, Equitable Life, 
Sheboygan, state president, presided. 
Vice-President Robert Hesse, Lincoln 
National Life, Madison, reported that 
the University of Wisconsin is taking 
definite steps to establish a chair of life 
insurance. The life insurance courses 
will be in the regular curriculum ot 
undergraduate courses and will be taught 
by professors on the regular staff of the 
university. This will culminate an effort 
of several years and will also augment 
the C. L. U. and life management eve- 
ning courses now being taught by the 
extension division of the University in 
Milwaukee, 

Reports were also made by Clyde 
Coffel, Phoenix Mutual Life, Milwaukee,, 
secretary, and Alvin Moser, Aetna Life, 
Milwaukee, treasurer, together with 
committee chairmen. 


New York State Meeting 


E. A. Murphy, president New York 
State Life Underwriters Association, an- 
nounces that the mid year meeting of 
delegates and executive committee will 
be held in Ithaca, N. Y., on Nov. 12. 
Each association will send three dele- 
gates. 


Detroit—Seth W. Ryan, general agent 
Penn Mutual, was inducted into office 
as president at the first fall meeting, 
with 250 present. Other officers are J. 
H. Kennedy, Equitable Society first vice- 
president; Donald Machum, Manufac- 
turers, second vice-president; R. W. 
Turner, Connecticut Mutual, third vice- 
president; L. Hindelang, George 
Beach Co., secretary, and A. D. Suther- 
land, Home Life, treasurer. 

At the Oct. 8 meeting Gilbert T. 
Stevenson, head of the trust research 
department of the American Bankers As- 
sociation and liaison officer between the 
bankers and life insurance, will discuss 
the functions of trusteeship under the 





title, “Another Optional Method of 
Selling.” 
Milwaukee—The new administration 


headed by President Stephen Klarer, 
Northwestern Mutual, was installed. 
Harry N. Tolles, Sheldon School of Sales- 


manship, spoke on “How Sales Are 
Lost.” 
Little Roek—The monthly meeting 


was devoted to reports on Denver con- 
vention by J. T. Thompson, Mutual Life 
of New York; L. G. Moses, Equitable So- 
ciety, and F. A. Vineyard, Aetna Life. 


Syracuse, N. Y.—E. M. Derby, execu- 
tive manager of the New York City as- 
sociation, was the monthly speaker. He 
spoke on “As the Public Views It.” H. 
M. Lipes, Phoenix Mutual, is president 
of the association. Other officers elected 
are R. S. O’Neill, Continental American, 
vice-president; S. G. Spring, secretary, 
and R. G. Dixon, treasurer. 


Wausau, Wis.—Stressing the necessity 
for thorough technical knowledge of life 
insurance, Nelson D. Phelps, assistant 
director of agencies Northwestern Mu- 
tual Life, spoke at the first fall meeting. 
A thorough education in life insurance 
principles was emphasized by Mr. 
Phelps. He declared that too often in- 
surance agents regard themselves as 
merely salesmen, rather than as profes- 
sional advisors of their clients that the 
development of life insurance selling re- 
quires them to be. 

The extension division of the Univer- 
sity of Wisconsin will be asked to organ- 
ize a class for life agents in Wausau 
with a course to prepare them for the 
Chartered Life Underwriters examina- 
tions. A report was made on the Den- 
ver convention of the National associa- 
tion by Ben S. McGiveran, general agent 
Northwestern Mutual Life, Eau Clare, 
Wis. 


San Francisco—President Nels J. Nel- 
son has received a handsome silver- 
mounted gavel, made from wood grown 
on the original Abraham Lincoln farm. 
Presented by H. F. Sleeper and Paul 
Webber, general agents of the Lincoln 
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INDIANA 


with a sound 


progressive organization 


Write to 


RURAL BANKERS 


Life Insurance Co. 
610 Sherland Building 
South Bend, Indiana 
John V. Sees, President 














Planned 


Futures 
9 


There is no future without a 
plan. Is there a tomorrow? Only 
when there is a plan to link each 
day with the one that follows. 


There are two kinds of Under- 
writers who have no future— 
those who have action without 
a plan and those who are cap- 
able of planning but have no 
action. 


If you can supply the action, 
we can supply a Success Plan for 
General .Agency building which 
has never failed when followed 
with determination. Address in- 
quiries to O. R. McAtee, Director 
of Agencies. 
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National in San Francisco, the gavel is 
to remain the permanent possession of 


Mr. Nelson following retirement from 
the presidency, and each of his succes- 
sors is to be so honored. 





Oklahoma City—Jess Owens, Mutual 
Life of New York, reported on the Den- 
ver convention, and F. P. Fonvielle, 
Phoenix Mutual, on the Million Dollar 
Round Table. The annual sales con- 
gress will be held the last of January or 
first of February. F. M. Bean is general 
chairman. T. M. Green delivered C. L. U. 
certificates to C. R. Warren, Massachu- 
setts Mutual; C. W. Hoefle, Aetna Life, 
and Lee White, Mutual Life. 





New Mexico—The New Mexico Life 
Underwriters Association, with Albu- 
querque as headquarters, is being incor- 
porated by E. O. Zander, Homer D. Bray, 
Wiley Banes, Roy McDonald, W. J. Erbe 
and E. D. Sisk. 





Beaumont, Tex.—Joe Fuqua, Kansas 
City Life, reported on the Denver con- 
vention. The next meeting will be a 
joint gathering with Port Arthur asso- 
ciation to hear Gail Johnston of St. 
Louis, group division manager for the 
Metropolitan Life. 








Pittsburgh—The association has ac- 
cepted responsibility for the central di- 
vision of the community fund drive 
opening Nov. 8, handling solicitation in 
the downtown section. S. E. Webster, 


general agent Provident Mutual Life, 
will head the division. 
Indianapolis—Paul Speicher, Research 


& Review, spoke at the first fall meet- 
ing. 





Fort Wayne, Ind.—P. B. Hobbs, Chi- 
cago agency manager Equitable Society, 
spoke at the first fall meeting. The an- 
nual sales congress is set for Nov. 16. 


Salt Lake City—At the first fall meet- 
ing in the Newhouse Hotel, the program 
was put on by the New York Life 
agency under the direction of Agency Di- 
rector S. W. Sill. Short talks were made 
by Joel Richards on “Current Events”; 
Melvin Ridges on the “Law of Momen- 
tum,” and John D. Spencer on “Agents’ 
Responsibility.” E. J. Kirkham of the 
New York Life furnished the musical 
part of the program and also led in 
community singing. A short report on 
the national convention at Denver was 
given by President Walker. It was an- 
nounced that the membership has in- 
creased to 162. 

At each meeting this year the local 
organization of some company will be 
responsible for the program. The Deans 
Club, small and very exclusive organi- 
zation of veteran life insurance field men 
of Salt Lake City, who have been in the 
business 25 years and up, will present a 
trophy to the one regarded as having 
put on the best during the year. 








Kansas City—Col. C. B. Robbins, gen- 
eral counsel American Life Convention, 
will open the fall season with a talk 
Sept. 28. 





Sims Asks More Funds 


CHARLESTON, W. VA.—In his an- 
nual report Commissioner Sims held 
that the $30,000 appropriation for the 
insurance department is inadequate for 
proper administration and supervision of 
companies and agents. Under former 
administrations the department had a 
$50,000 budget. As a comparison, Mr. 
Sims said, the companies are contribut- 
ing almost $90,000 a year to maintain 
their own fire rating bureau in West 
Virginia. 

Mr. Sims urged passage of legislation 
to regulate funeral or burial societies. 











AGENCY MANAGEMENT 





Jessup Finds 90 Percent of 
Agents Favor Sales Contests 





In studying the effect of sales con- 
tests, W. L. Jessup, manager sales pro- 
motion and advertising of the Pilot Life, 
found that over 90 percent of his com- 
pany’s agents liked contests and consid- 
ered them beneficial. He reported on 
his survey at Life Advertisers Associa- 
tion’s annual meeting at Old Point 
Comfort, Va. There were 93 percent 
who believed that contests build morale 
and help the agent to forget his troubles 
and outside competition. 

Contests offer color, competition, in- 
terest, action and a break in the 
monotony of every day routine, said Mr. 
Jessup. Contests should have plenty of 
showmanship, color and personality. In 
a sea voyage contest, for example, prizes 
should be awarded to commander, lieu- 
tenant commander, captain, etc., and the 
vernacular of the sea should be used in 
the bulletins. 

The survey showed that 93 percent 
believe that contests stimulate men to 
harder work, produce more business and 
earn more money. Wholesale compe- 
tition is vital in a contest so that every 
one has a chance to win. The object of 
a contest is to get business, not to deter- 
mine the best salesmen. Contests suc- 
ceed because they are a show and be- 
cause they appeal to innate competitive 
natures, said Mr. Jessup. It was found 
that 71 percent of the men worked for 
the glory of winning a contest, 18 per- 
cent for both glory and prizes, 11 per- 
cent for the prizes alone. A properly 
staged contest appeals to a man’s desire 
to win and set himself off as a little 
superior to his associates. 





Hear Business Bureau Chief 


With an unusually large attendance, 
the Life Insurance Managers’ Associa- 
tion of Los Angeles resumed its lunch- 
eon-meetings. 

R. J. Bauer, general manager of the 
Better Business Bureau of Los Angeles, 
discussed interesting life insurance cases 
recently brought to his attention. E. B. 
DeGroot, chief executive of the Bov 
Scouts in Los Angeles metropolitan area, 
told of the work of the Community 
Chest. 


Jamison in San Francisco 


More than 100 attended the San Fran- 
cisco General Agents & Managers As- 
sociation luncheon. John H. Jamison 
discussed accomplishments of the Life 
Insurance Sales Research Bureau. R. J. 
Shipley, Northwestern Mutual, chair- 
man of the association, presided. N. F. 
Davis, Guardian Life, chairman educa- 
tional committee, outlined the fall semi- 
nar commencing Sept. 30. 





Talks on Supervisor’s Job 


NEWARK.—The proper  qualifica- 
tions for the success of a supervisor is 
recruiting, training and motivating, F. 
M. Minninger, Jr.. Newark, manager of 
the Connecticut General Life, told the 
Life Agency Supervisors’ Association of 





Northern New Jersey at its dinner meet- 
ing here. A  supervisor’s job is the 
toughest assignment in the life insurance 
field, for he must be a producer, re- 
cruiter, trainer, supervisor, joint-worker, 
brokerage manager, record keeper, con- 
test operator, bulletin writer, meeting 
builder, trouble shooter, motivator, bud- 


get officer, banker, confessor, nurse, 
doctor and manager, said Mr. Min- 
ninger. 





Detroit Meeting Held 


Four Detroit managers. discussed dif- 
ferent phases of agency management at 
the first fall meeting of the Associated 
Life General Agents and Managers this 
week. 

G. E. Lackey, Massachusetts Mutual, 
talked on recruiting methods; E. : 
Owen, Sun Life, on motivating agents 
for larger production; H. K. Schoch, 
Aetna, on prospecting methods, and 
Hugh C. White, Connecticut Mutual, on 
the best fields for business development 
under present conditions. 


Hear Psychologist in Cleveland 


At the meeting of the Cleveland Life 
Insurance Executives Club the evening 
of Sept. 24, Dr. Blake Crider, Cleveland 
psychologist, will speak on “If I Were 
Selecting Life Insurance Salesmen.” 
Truman Cummings is program director. 








AGENCY NEWS 





Honor Claris Adams 


Claris Adams, president of the Ohio 
State Life, was the guest of honor at a 
dinner given in Akron by the Carter- 
Jenkins agency, in commemoration of his 
first anniversary as president of the com- 
pany. Claud Warley, general agency 
manager, presided and the speakers in- 
cluded, in addition to Mr. Adams, C. E. 
Schilling, vice-president and medical di- 
rector; Frank L. Barnes, agency vice- 
president, and W. V. Woollen, superin- 
tendent of agencies from the home Office. 
The four also attended luncheons given 
by the Mansfield, Cleveland and Toledo 
agencies in connection with the cam- 
paign which the field force is putting on 
in honor of Mr. Adams. 


Stumm Expands Office 


Bernard J. Stumm, Northwestern 
Mutual Life general agent at Aurora, 
Ill., is doubling the size of his quarters 
in new offices at 75 Stolp avenue. The 
Stumm agency is the largest rural 
agency of the Northwestern Mutual 
Life and averages $7,000,000 to $8,000,- 
000 production a year. Mr. Stumm is 
planning to hold a series of district 
agency meetings in his new quarters 
during October. 








Durgin Agency Anniversary 

The Freeman J. Durgin general 
agency, Ohio National Life, celebrated 
its 11th anniversary in San Diego, Cal., 
by opening new and enlarged offices. 
About 400 visited the offices during the 
celebration. Visitors included delega- 
tions from the San Diego city cauncil, 
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the San Diego chamber of commer, 
the district attorney’s office and a nyp. 
ber of other local offices. 


This agency ranks 14th in paid fy, 


production and both Freeman J. Durgi; 
and Paul J. Hartley have completed » 
— in that company’s app-a-wee 
club. 





R. C. O'Connor Is Feted 


CINCINNATI—H. T. Burnett, vice. 
president and agency director, and J, F 
Johns, superintendent of agencies of thy 
Reliance Life, were in Cincinnati to 3. 
tend a “Victory Banquet” tendered th 
R. C. O’Connor agency here in hopo; 
of the best month in the history of th 
agency in August. 





Rench with Father 


W. E. Rench has joined his father 
Fred T. Rench, St. Louis general agen; 
of the National Life of Vermont, as, 
personal producer. W. E. Rench ha 
been associated with the Ralph Engek. 
man general agency of the Penn Mut 
Life at New York City about a year 
He is a graduate of Dartmouth Colleg 
and took the commerce and _ finance 
course at Harvard University. F. T. 
Rench is a veteran among St. Loui 
general agents, having held his post for 
over 25 years. 





A. C. Yarborough has been appointed 
general agent of the Ohio State Life a 
Smithfield, N. C. He formerly held this 
position and is returning to life insur. 
ance after a year’s absence. 





Discuss Tax Exemptions 


ANN ARBOR, MICH.—Life insur. 
ance tax exemptions were discussed at 
the Michigan Bar Association’s annual 
meeting here by Prof. E. B. Stason of 
the University of Michigan law school, 
Considering life insurance as an invest- 
ment and a form of accumulating 
wealth, “there is no denying the wis- 
dom and justice of reasonable tax bur- 
dens.” In view of existing taxes, he 
said, a person investing in life insurance 
to protect his dependents must consider 
not only the face value of the policies 
but must also have regard for the “in- 
cidence of the laws of taxation upon the 
transaction.” 

“Undoubtedly the most economical 
way to handle the matter from the tax 
standpoint,” Professor Stason said, “is 
through the irrevocable policy with the 
insured deprived of all the legal inci- 
dence of ownership. This arrangement 
results in loss of control over the policy 
but that cannot be helped.” 








INDUSTRIAL 


Moves Office to Ada, Okla. 


The Prudential has moved its district 
office from Ardmore, Okla., to Ada. 
Okla. The present staff will remain in- 
tact. There will be added the Shawnee. 
Okla., assistancy from the Oklahoma 
City district. 








Anderson Succeeds Connors 


Olen Anderson has been appointed by 
the John Hancock as district manager 
of New York City No. 1, succeeding 
the late P. F. Connors. Mr. Anderson 
has been regional manager for the Joh» 
Hancock in the New York territory. 





North at Salt Lake City 


The Salt Lake City office of the Met- 
ropolitan Life held an agency conven- 
tion at the Hotel Utah in Salt Lake 
City with H. E. North, vice-president 
and manager of the Pacific Coast office. 
as principal guest speaker. John M 
Russell, manager in Salt Lake City, was 
in charge. 





L. B. Messang, 57, district manage! 
Empire Life & Accident, Indianapolis 
died there following a brief illness. He 


had been with the Empire 26 years. 
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~ LEGAL RESERVE FRATERNALS 





Goes on 314, Percent Basis 





Western Bohemian of Iowa Changes 
to American Experience Table at 
National Convention 





The American Experience 3% percent 
basis for new members’ certificates is- 
sued after Jan. 1, 1938, was adopted at 
the national convention and 40th anni- 
versary celebration of the Western Bo- 
hemian Fraternal of Cedar Rapids, Ia. 

Officers elected were: President, F. M. 
Barta; vice-president, J. V. Rompotl; 
secretary, M. L. Hromadka; treasurer, 
Charles C. Cacek; medical examiner, Dr. 
T. F. Suchomel, all of Cedar Rapids, 
and Stanley Serpan, Omaha, editor of 
the association’s publication, “Fraternal 
Herald.” Mr. Barta was reelected, Mr. 
Rompotl succeeds J. C. Stepan, Mr. 
Hromadka succeeds L. J. Kaspar, Mr. 
Cacek succeeds B. Horacek and Dr. 
Suchomel succeeds Dr. V. V. Smrha. 

A seven-member committee was 
elected by districts, to act as a supreme 
council, in place of a three-member 
board of trustees. The members are: 


Frank Stepanek, Milwaukee; Joseph 
Rejman, Cedar Rapids; F. J. Busta, 
Montgomery, Minn.; Joseph Krizan, 


Colome, S. D.; Roman Hruska, Omaha; 
J. A. Kucera, Clarkson, Neb., and Vac- 
lav Skaryd, Ashley, Mich. The advisory 
board consisted of W. Lesinger, 
W. H. Stepanek and V. Kubovec. The 
1942 convention will be held in Chicago. 





Hunt Is Field Supervisor 


E. E. Hunt, Oakland, Cal., district 
manager Woodmen of the World, Den- 
ver, takes charge as field supervisor of 
the work of all extension department 
employes throughout the territory in 
which the W. O. W. operates. Mr. Hunt 
was clerk of Fruitvale camp No. 431, 
Oakland, Cal., for 10 years, then became 
district manager, and since 1934 has 
been in charge of the Alameda-Contra 
Costa district. For the last three years 
he has won first place in the annual 
birthday campaign honoring President 


P. F. Gilroy. 





Manager Henninger Marries 
Ernest Henninger, district manager in 
northern California for the Woodmen 
of the World, Denver, with headquarters 
at Santa Rosa, recently was married to 
Lela Bandimere of Denver, private 
stenographer to President P. F. Gilroy. 
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@Total Membership 134,803 
Enrolled in 1936 alone 25,096 
Total Protection $108,660,736 
Written in 1936 


alone ....... 14,170,968 
Benefits Paid 
since 1895.... 37,156,980 
8 


Dora Alexander Talley, President 
Mamie E. Long, Secretary 
Home Offices, Omaha, Neb. 


| ELE SLANE OS AES 











New Royal Arcanum Regent 





Herbert W. Johnson Elected National 
Head at Council’s Diamond Jubilee 
Meeting 





Herbert W. Johnson of Omaha was 
elected supreme regent of the Royal 
Arcanum at the diamond jubilee su- 
preme council session, held for five days 
at Swampscott, Mass. He _ succeeds 
M. A. Willment of New York City. 

Mr. Johnson was born Feb. 5, 1885, 
at Omaha, of pioneer western stock, his 





HERBERT W. JOHNSON 


father having been one of the early set- 
tlers, building reservations for the 
Omaha, Sioux and Niobrara tribes 
under U. S. government contract, and 
later connected with the Union Pacific. 
The son was pointed for a legal career 
but due to illness went to Wyoming 
to recuperate and spent a number of 
years punching cattle on the Diamond 
Cattle Company ranch at Rock River, 
Wyo. He returned to Omaha in 1903 
continuing in the live stock business 
connected with the Union Stock Yards 
Company and later with a live stock 
commission firm. He was a member of 
the Omaha Live Stock Exchange and 
vice-president and director Stockmen’s 
Securities Corporation, a large loaning 
agency. 


Former Phoenix Mutual Man 


Mr. Johnson in 1928 moved to Hart- 
ford where he was connected with the 
Phoenix Mutual Life, later was super- 
visor at St. Louis and Detroit and dis- 
trict manager in Colorado and Nebraska. 

In 1931 he was drafted by President 
Hoover as assistant chief, agricultural 
credit division, Reconstruction Finance 
Corporation, and was reappointed by 
President Roosevelt in 1933, serving 
with the Farm Credit Administration. 

His fraternal activities date back to 
1908 when he became a member of 
Union Pacific Council 1069, Royal Ar- 
canum, at Omaha. He became regent 
in 1916 and grand regent of Nebraska 
in 1920. He was representative to the 
supreme council session in 1921 and be- 
came supreme sentry in 1927. He has 
served continuously since in the supreme 
council as a member of the committee 
on appeals and supreme. trustee until 
elected supreme vice-regent at Atlantic 
City three years ago. 

He was persuaded to retire from his 
federal post four years ago to take 
charge of reorganizing and managing 
the Royal Arcanum’s field department. 

The Royal Arcanum now is concen- 
trating entirely on a whole life plan 
called the home protection certificate. 





Certificates heretofore issued on other 
forms are continued in force, but new 
members are not being written on any 
plan except this one. The new certifi- 
cate is on 314 percent basis, whereas 
the old ones were on 4 percent. The 
reason for the change, it was announced, 
was that invested funds are not earning 
4 percent at this time due to economic 
conditions. The so-called optional ex- 
tended protection privilege under old 
plans will not apply to the new certifi- 
cates. Under the home protection cer- 
tificate a member who defaults, having 
been on the rolls sufficient time to 
create an equity, goes on automatic 
extended protection, continuing as a 
member until the period has expired, or 
he may take a paid-up certificate. 

The disability feature of payment of 
one-half of the face of certificate after 
a member becomes totally and perma- 
nently disabled before age 60 is con- 
tinued in the new certificate as is the 
right to withdrawal equity after age 60 


Mayerhoff Is President of 
Wisconsin Fraternal Group 





GREEN BAY, WIS.—B. E. Mayer- 
hoff, Aid Association for Lutherans, 
Appleton, was elected president Frater- 
nal Life Underwriters Association of 
northeastern Wisconsin and _ upper 
Michigan at the annual meeting held 
here. A. J. Caldwell, Equitable Reserve, 
Neenah, was elected secretary-treasury, 
and Mrs. Marjorie H. Bolles, Equitable 
Reserve, De Pere, vice-president. 

Speakers included E. H. Nicholson, 
Equitable Reserve, Neenah, on ‘“Frater- 
nal Underwriting;” A. H. Blankenburg, 
Aid Association for Lutherans, Apple- 
ton, on “How Not to Approach Pros- 
pects,” and S. A. Oscar, National Mu- 
tual Benefit, Madison, on “The Value of 
Organization.” Following luncheon A. 
O. Benz, president Aid Association for 
Lutherans, discussed opportunities of 
fraternal underwriters and related high- 
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lights of the recent National Fraternal 
Congress meeting at Columbus, O. 





Fraternals Exempt in Iowa 





Supreme Court Holds That Societies 
Not Organized for Profit Are Not 
Subject to Tax 





DES MOINES..—The Iowa insur- 
ance department may not tax fraternals 
not organized for profit, the Iowa su- 
preme court held. 

All other instirance companies may be 
assessed the statuory 242 percent gross 
premium tax, but fraternals and societies 
of non-profit nature are exempt from 
the provisions of the tax requirement, 
the high tribunal held. 

The decision affirmed a Polk county 
district court decision upholding an in- 
junction against collection of the tax in 
the case of Lutheran Mutual Aid of 
Waverly, Ia., vs. Insurance Depart- 
ment. Several other cases of similar 
nature were awaiting the result of this, 
the test suit. 

The supreme court 





held that the 


method of organization of the insurance 
institution determines the question 
whether the tax shall-apply. The de- 
cision went so far.as to state that even 
if the concern actually sells insurance 
for profit the determining factor of or- 
ganization still would control the ques- 
tion of tax application. 

In a second case of like nature, Yeo- 
men Mutual Life vs. Insurance Depart- 
ment, for injunction, the court held that 
the premium tax would not apply to 
that business of the fraternal which was 
taken over by the Yeomen Mutual Life, 
a legal reserve company, which suc- 
ceeded a strictly fraternal, but that all 
subsequent business written by the 
Yeomen Mutual was subject to the tax. 

In a third case, the court upheld the 
right of the state department to tax the 
receivership of the National Life, U.S.A., 
on its premium income at the regular 
2% percent rate, and-decreed that the 
tax should have been made a_ preferred 
claim against the assets of the company 
in receivership. 





H,. W. Mason, 47, for 17 years a per- 
sonal producer for the Penn Mutual Life 
Indianapolis, died there after a year’s 
illness, 
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A Real 
Opportunity 


To build a successful Gen- 
eral Agency, and a method of 
compensation that will inter- 
est you. 

Can you meet our quallifi- 
cations? 

Openings at 
Grand Rapids and Lansing, Mich- 
igan; Peoria, Illinois 


Write for particulars. 


Ce a 


Milwaukee, Wisconsin 


LIFE ACCIDENT HEALTH 

















We give our representatives 
money through an unusual | 


policy is one illustration. 


ROCK 


LIFE INSURAN 


ROCKFORD LIFE BUILDING 





Opportunity IS MONEY 


meet the public’s demand. QOur $10.00 annual premium 


the opportunity to make 
ine of saleable policies that 


FORD 


CE COMPANY 


ROCKFORD, ILLINOIS 

















Colonial 


Life Insurance Company 
Of America 
Incorporated 1897 


Ernest J. Heppenheimer, Pres. 








Home Office— Jersey City, N. J. 


Out of the leading 300 com- 
panies in the United States 
and Canada, the Colonial 
stands among the first 20 on 
the basis of number of poli- 
cies in force. 
« 
OVER 112 MILLION IN FORCE 


Charles F. Nettleship, Vice-Pres. 
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NEW YORK 


O’Neill in Bookstaver Agency 








Former George Washington Life Ex- 
ecutive Vice-President Now Agency 
Consultant in New York 





J. E. O'Neill, former executive vice- 
president George Washington Life of 
Charleston, W. Va., has returned to New 
York City and joined the Bookstaver 
agency of the Travelers as agency con- 
sultant. It was with. the Bookstaver 
agency that Mr. O’Neill went into the 
life insurance business in 1918. 

Except for his war service, during 
which he served overseas as an officer, 
Mr. O’Neill’s career up to 1918 was with 
the Jersey Central railroad. After some 
time with the Bookstaver agency he left 
to join the largest New York City 
agency of the Prudential and later be- 
came agency assistant in the Quinn 
(Brooklyn) agency. 

During that time he was a prolific 
writer and speaker on life insurance sub- 
jects. He later went to the Recht & 
Kutcher agency of the Northwestern 
Mutual in New York City where he es- 
tablished a new unit, trained the men, 
and set an example by writing a large 
volume of personal business. From 
there he went to the George Washing- 
ton Life home office as agency super- 
visor. There his outstanding job in or- 
ganizing was recognized by his election 
as vice-president in charge of produc- 
tion. He later became executive vice- 
president. According to Manager Elias 
Klein of the Bokstaver agency, Mr. 
O’Neill’s experience and knowledge will 
be of inestimable benefit in the develop- 
ment of new business. 





HOME OFFICES CLOSE FOR LEGION 


Most home offices and many agencies 
in New York City closed Tuesday, the. 
day of the big American Legion parade. 
Departments necessary to take care of 
the public and other essential business 
were operated by skeleton forces. The 
major exception to the all-day closing: 
of home offices was the Metropolitan. 
Life, which shut at 2 o’clock. 

Many of those connected with home 
offices and agencies were in the parade. 
Later in the week a number of field men 
in town for the Legion convention took’ 
time off from celebrating to visit their 
respective home offices and New York 
City agencies. 





SIXTH AGENCY NOW OPERATING 


Harold M. Hanson, who opened the: 
new Phoenix Mutual Life agency at 
Brooklyn in the Williamsburg City’ 
Bank building, makes it the sixth office 
in the metropolitan New York zone. He 
started in the Springfield, Mass., agency 
in 1931, then after four years personal 
work he was assigned to the field staff 
and appointed supervisor. He has had 
experience in a number of agencies such 
as St. Louis, Boston, Springfield and 
downtown New York. 





WILL OPEN SECOND OFFICE 


The Bankers Life of Iowa has named 
C. O. Falkenhainer as agency manager 
of a second New York City office to be 
opened in the near future. He has been 
active in Greater New York insurance 
circles for more than 13 years, and has 
been a resident of the city for more 
than 15 years, but is a native of Algona, 
Ia. He attended Grinnell College in 
Iowa for two years. He graduated from 
Columbia in. 1922. After two and one- 
half years with a steamship company he 
began his life insurance career. 





Graham Is “Ad” President 


The Life Insurance Advertisers As- 
sociation of Canada elected J. H. C. 
Graham, London Life, president, at a 
meeting in Toronto, 





In Home Office Post. 
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D. L. 


HARTMAN 


D. L. Hartman has joined the home 
office group department of the Occiden- 
tal Life of California. Since going to 
Los Angeles in 1935, he has served the 
agency department of that company as 
group representative. He was formerly 
with United States Life as superintend- 
ent of agencies, and has been in the 


business since graduating from Wes- 


leyan University in 1921. For 14 years 
he was with the Connecticut General 
Life, as home office supervisor of group 
sales for nine years, and for five years 
as manager of the group department for 
the New York metropolitan district. 


THE 
e Life Insurance Agents in Ohio 
and Illinois will find the General 
Mutual General Agency Contract 
interesting and profitable . . . be- 


cause the General Mutual provides 
the “big 3” in insurance selling— 





1—Liberal commissions 
2—Attractive renewals 
3—Unusual sales promotion 


Write for complete details. 
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SALES IDEAS AND SUGGESTIONS 











Captures Interest with His 





Own $152,000 Program 


Zhe life underwriter who does not 
carry as much life insurance himself as 
he can pay for, and who does not make 
use of his own program for illustrative 
purposes in his selling, is overlooking 
the best sales argument in the calendar, 
Bert C. Nelson, leading producer of the 
home office agency of the Northwestern 
Mutual in Milwaukee, told 250 members 
of the Detroit Qualified Life Underwrit- 
ers at the first fall meeting. . ; 

Mr. Nelson’s program consists Of 
$152,000 of insurance acquired gradu- 
ally, a. few thousand at a time, during 
his 38 years in the field. The program 
has a cash value of $40,000 today and 
‘1 ten more years will have a value of 
s70,000. He carries an elaborately con- 
ceived set-up of the program, enclosed 
in a leather cover, as his number one 
sales literature. He rarely fails to cap- 
ture the immediate interest of a prospect 
by exhibiting it, and always makes a hit 
by offering to fix up the prospect's pro- 
gram in the same manner. 


Successful Agent 
Must Love His Job 


“The first requisite of a successful 
agent is to be in love with his job,” said 
Mr. Nelson. “Then no amount of hard 
work seems hard. Learn the value of 
time. Be the first in your office to be 
on the job in the morning and the last 
to leave the field at night. It pays. 
There are no short cuts in our business; 
no substitutes for hard work. Life In- 
surance Week is a great institution, ‘but 
you should strive to make every week 
a Life Insurance Week. You should 
have at least 50 of them each year. ; 

“Another requisite for success in this 
business is to set yourself a goal and 
work hard to accomplish it. My goal is 
to write at least 100 lives each year and 
vuiume takes care of itself. 

“Ninety percent of your success de- 
pends upon prospecting. Your entire 
future is bound up in your prospect file, 
and don’t you forget it for a minute. 
I use the endless chain method. Some- 
one once asked Jim Jeffries how he 
could hit so hard, and his reply was, 





‘I just hit from where I am.’ That’s 
the way I operate in prospecting. For 
example, I went to Milwaukee as a 
stranger. I had to go to the gas office 
to’sign up for my meter, so I sold my 
first policy to the young man who 
waited on me. He has bought five more 
since and has supplied me with a num- 
ber of leads that have resulted in sales. 

“When I sell a man a policy, I talk 
to his relatives, his friends and his work- 
ing associates. The chain is truly end- 
less. Of my business 85 percent has 
been written on men whom I know or 
whom they know. 

“Don’t overlook the importance of 
cultivating friendships. Friends who 
really like us and respect our ability 
will always be glad to give us a hand 
in prospecting. Do everything you can 





to extend your friendships. Be a joiner. 
Be a civic worker. I join everything 
I can get into, and thus increase my 
contacts and my friends; I likewise take 


| an active part in all kinds of civic work. 


I have sold many a policy because of 
contacts I have made in drives for the 
chamber of -commerce, the Red Cross 
and other such organizations. 

“T don’t hesitate to spend some money 
in order to make more money. Every 
year I distribute 10,000 blotters in Mil- 
waukee. It pays well. I have a fine 
leather-finish policy folder in which I 
place each policy for delivery and I have 
had some attractive covers made up for 
programs and presentations. This pays, 
likewise. 

“T believe in using low pressure meth- 
ods of selling in combination with high 
pressure ideas. I am not too proud to 
write a $1,000 policy. I write lots of 
ones, twos and threes every year. Don’t 
forget that 35 percent of all life insur- 


ance is written on the rate change. 
Don’t forget that enthusiasm is the 
white heat that sells the policy. Tell 


your story as though you mean it, and 
feel it, and sales will result.” 





Former Dentist 


Gains Fame 


as “Bread and Butter” Agent 





By GEORGE E. 


It is unusual for a professional man 
such as a doctor, lawyer, or dentist, to 
go into life insurance selling and make 
good at it. An exception is Dr. H, Leon 
Hogan, agent in the J. B. Moorman 
agency of Equitable Life of Iowa, Cin- 
cinnati, who has established a record of 
steady, continuous production with a 
persistency of 95 percent. 

Dr. Hogan is a native of Ft. Thomas, 
Ky., directly across the Ohio river from 
Cincinnati, and was educated in Ft. 
Thomas and at Xavier University, ‘Cin- 
cinnati. He practiced dentistry in Ft. 
Thomas from 1915 to 1917, after his 
graduation from college. He served in 
the war, starting in 1917, remaining in 
the army until 1927. In the later year, 
he was obliged to resign from the army 
because of the condition of his health, 
for a time selling dental supplies. He 
did not see much of a future in that 





WOHLGEMUTH 


connection and looked about for an open- 
ing in another line. 

It happened that Dr. Hogan was one 
of the first Equitable of Iowa policy- 
holders in the Cincinnati area and was 
on intimate terms with the agent who 
sold him his policy, J. D. Kearney, who 
still represents Equitable. Mr. Kearney 
called Dr. Hogan Christmas day, 1927, 
to greet him and during the conversa- 
tion suggested that he enter the life in- 
surance business. Dr. Hogan was re- 
luctant, but decided to try it. Early in 
1928 he took a life insurance course 
given by Dr. C. J. Rockwell in Cincin- 
nati and has maintained a good produc- 
tion record since, 

The interesting part about Dr. Hogan 
to the ordinary agent is that he has not 
been a “big” writer, his production run- 
ning consistently between $150,000 and 
$250,000 annually. He writes about 50 





cases a year and he estimates his aver- 
age policyholder has purchased about 
$6,000 from him. In 1936, 61 percent of 
his business came from old policyhold- 
ers, 

Dr. Hogan estimated that 35 percent 
of his business comes from dentists and 
15 percent from army men. His past 
experience enables him to approach 
those prospects readily and he appre- 
ciates their difficulties in arranging 
finances satisfactorily. 


“Bread and Butter” Hogan 


Income insurance—a “bread and but- 
ter” income for the wife and children— 
is Dr. Hogan’s main selling point. He is 
known in his office as “Bread and But- 
ter’ Hogan because a few years ago 
the young son of a prospect who had 
heard him explain to his parents about 
a bread and butter income for the family 
called him “Mr. Bread and Butter Man” 
when he returned to close the case. 

Dr. Hogan’s own life insurance pro- 
gram is his chief selling weapon. He 
carries it with him constantly, showing 
how he has arranged his own life insur- 
ance to the prospect at the first oppor- 
tunity. He also has a program he made 
up for an assured which runs into large 
figures, making it rather impressive, but 
he finds that the moderate size program 
is of greater interest to most prospects. 
He makes night calls about twice a 
week. Dr. Hogan believes that it is 
important to sell the wives on the idea 
of their husbands buying insurance and 
even though they have been strenuously 
opposed to it they become adherents 
when it is explained properly to them. 

A: selected list of assured arranged al- 
phabetically, for whom programs shall 
have been prepared, is effective in estab- 
lishing a contact with a prospect who is 
not well known. When the prospect 
looks over the list and says, “I know 
Mr. So and So,” it immediately opens 
the way for a discussion on a common 
topic of interest. 

A factor to which Dr. Hogan gives 
considerable credit for his steady pro- 
duction is his habit of continuous weekly 
production and he is now in his 200th 
week of at least one case every week. 
As a matter of. fact, the Moorman 
agency men are specialists in that re- 
spect and put weekly production as one 
of the “must” requirements. 

Dr. Hogan is married and has three 
children. He has a pleasant smile, and 
agreeable disposition, and a cordial, but 
not effusive manner. 











COTTON 








Experts will soon survey millions of 


acres of cotton to estimate the 1937 crop. 


Alert Southern underwriters are also 
estimating future prospects, and are laying 


plans now for crop-time sales. 


LIBERTY NATIONAL LIFE INSURANCE CO. 


Birmingham, Alabama 


FRANK P. SAMFORD, President . 














Aggressively Developing State of Illinois 
Offering Unusual Agency Opportunities 





Assistance in the Field 


Liberal First Year Commission and Non-forfeitable 
Renewal Commissions 


Home Office Co-operation 





GLOBE LIFE INSURANCE Co. 
OF ILLINOIS 


WM. J. ALEXANDER, President 
An Old Line Legal Reserve Company—Established 1895 


40 Years of Continuous Faithful Service 
to Policyholders 





431 South Dearborn Street 





Writing Complete Line of Modern Policies with 
All Standard Provisions 


Ages (0-60) 
Double Indemnity — Disability — Non-Medical 
Modern Juvenile Contracts Full Benefits Age 5 


Warre Us Topay ror Particutars 


Chicago, Ilinois 
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Leaders Gather on 
Mountain Peak 


(CONTINUED FROM PAGE 4) 


tingent reserve $657,499, net surplus 
$800,000. Of its assets cash is 9.3 per- 
cent; federal government bonds 8.3; 
state, county and municipals 7.7; rail- 
road bonds 4.7; utilities 7.4; industrial 
and miscellaneous 7.1; preferred stocks 
1.2; city mortgages 18.6; farm mort- 
gages .4 of 1 percent; policy loans 10.2 
percent; home office building 7 percent; 
real estate 3.4 percent. It is thus seen 
that the portfolio is very nicely bal- 
anced and there is a proper diversifica- 
tion. 

The Provident is the second oldest 
southern company, the Life of Virginia 
being the senior. President Maclellan 
said that there are 37 older life compa- 
nies in the country and nine older com- 
panies writing accident and health in- 
surance. He stated that it ranks among 
the first nine companies writing acci- 
dent and health insurance and it is the 
89th so far as life insurance in force 
is concerned. The company has 2,000 
agents. The president stated that it does 
not indulge in cut rate operations nor 





is it plunging after volume. It seeks 
good business that can be readily and 
profitably assimilated. 


Highlights of Jubilee Meet 


at Lookout Mountain 


(CONTINUED FROM PAGE 4) 


cial chart greatly enlarged on which a 
golden line moves upward well beyond 
the $100,000,000 mark of insurance in 
force. The railroad department display 
was a replica of the window display ex- 
hibited early in the year in a downtown 
window and brought out the fact that 
the company has insurance franchises on 
more than half of all the railroads of 
the nation. A picture gallery was do- 
nated by the railroads showing modern 
streamlined trains. The accident de- 
partment featured a_ gigantic board 
which was covered by newspaper clip- 
pings of automobile accidents, there 
being 10,000 in all, contributed during 
the preceding two weeks by field men. 


* * * 


Watson Powell of Des Moines, for- 
merly vice-president of the Southern 
Surety, then agency vice-president of 
the Provident Life & Accident which took 
over the accident business of the South- 
ern Surety, who is now president of the 
American Republic, secretary National 
Benefit Assurance, and former president 
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Barrett N. Coates Carl E. Herfurth 


COATES & HERFURTH 


CONSULTING ACTUARIES 


582 Market Street 437 S. Hill Street 
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Haight, Davis & Haight, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
Indianapolis, Omaha, Kansas City 








ILLINOIS 








HARLEY N. BRUCE 
Consulting Actuary 
Insurance Center Building 
330 So. Wells Street 
Chicago, Illinois 
Wabash 5810 














DONALD F. CAMPBELL 
Consulting Actuary 
--_ 160 N. La Salle Street 
Telephone State 1213 
CHICAGO, ILLINOIS 
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HARRY C, MARVIN 
Consulting Actuary 
307 Peoples Bank Building 
INDIANAPOLIS, INDIANA 
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Specialty, Income Taxes of Insurance 
Companies 
WILLIAM W. CHAMBREAU 
Consulting Actuary and Tax Consultant 
111 West Monroe Street, Chicago 
Organisation, Management, Tax Service 
Washington Office Investment Bldg. 





T. C. RAFFERTY 
Consulting Actuary 
Actuarial, Agency and 
Management Problems 
915 Olive St. Tel. St. Louls, Mo, 

















CONOVER, GREEN & CO. 
Actuarial and Insurance Consultants 


120 South LaSalle Street, Chicago 


Chase S, Conover Steshene 


Walter C. Green FRAnklin 3868 














B. R. NUESKE 


Actuary and Insurance Consultant 
All Phases of the Business— 
3@ North La Salle Street 


Chicago - Illinois 
Telephone State 0562 
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MILES M. DAWSON & SON 
CONSULTING ACTUARIES 
500 Fifth Avenue New York City 




















Established 1865 by David Parke Fackler 
FACKLER and BREIBY 
Consulting Actuaries 


Edward B. Fackler William Brebby 
8 WEST #TH STREET NEW YORK 
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HARRY S. TRESSEL 


Certified Public Accountant and 
Actuary 


10 S. La Salle St., Chicago 
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CONSULTING ACTUARY 
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Health & Accident Underwriters Con- 
ference, was one of the distinguished 
guests. 

* * * 

The Provident is represented in some 
general agencies whose heads are well 
known. W. S. Keese of Chattanooga of 
the firm of Trotter, Boyd & Keese is 
president Tennessee Association of In- 
surance Agents. J. Gilbert Leigh, one 
of the first citizens of Little Rock, head 
of the general agency of L. B. Leigh & 
Co., is one of the prominent members 
of the American Association of Insur- 
ance General Agents and has served it 
in high official capacity. 

* * * 

The Provident has 700 active agents 
under contract and has over 150,000 
policyholders. 

* * * 

W. C. Cartinhour, vice-president is a 
member of a Chattanooga syndicate that 
now owns the Lookout Mountain Hotel. 
It originally cost over $1,000,000. 

* *k * 

The Provident has $1.39 of assets for 
every $1 of liability. 

* * * 

The accident and health premium in- 
come last year was $4,955,070. 

* *k * 

The Provident leads in accident and 
health premiums in Alabama, Georgia, 
Kentucky, North Carolina, Tennessee, 
Virginia and West Virginia. 

* * * 


The Provident was one of the earliest 
companies to write a special automobile 
policy, the chief feature being that it 
is non-cancellable after being in effect 
two years. 

* kK * 

An improvised orchestra and a quartet 
held forth at one of the sessions. Vice- 
president L. N. Webb, C. S. Lake, assist- 
ant to the president of the C. & O. Rail- 
road,; Treasurer J. O. Carter, Jr., and 
E. O. Martin of the home office life de- 
partment constituted the quartette. 
Lowell Powell, an agent from Ashoskie, 
N. C., played the saxophone. Bart Leiper, 
advertising manager, handled the violin 
while W. M. Christensen of The National 
Underwriter performed on the piano. 

* * * 

C. H. Garrison of Greenville, S. C., who 
was the first man to qualify for the con- 
vention in the life department, exhibited 
his private collection of old coins. He 
has been a collector since he was 10 
years old. 

* * * 

At the dinner Thursday evening, J. W. 
Rader of the home office accident de- 
partment acted as master of ceremonies. 


Assess Trust Fund Income 


MILWAUKEE-—lIncomes from trust 
funds made up of death benefit pay- 
ments on life insurance contracts are 
subject to Wisconsin state income tax 
levies, the board of tax review has ruled 
in upholding John H. Leenhouts, as- 
sessor of incomes. One of the assess- 
ments was made on the $15,233 income 
derived in 1932 and 1933 by Mrs. Laura 
Sivyer, obtained from a trust fund set 
up from proceeds of a $50,000 life insur- 
ance policy left by her husband, Fred- 
erick L., Milwaukee industrialist. The 
other assessments was made on the 
$1,650 income received by Mrs. Laura 
Russell in 1933 from a $34,000 trust fund 
established from insurance proceeds on 
the life of George Russell, head of the 
Geo. H. Russell Co. insurance agency 
who died in May, 1928. 


Pacific Mutual Contest 


In the annual fall production drive the 
agency department of the Pacific Mutual 
Life is utilizing a unique theme and dis- 
tinctive sales promotional devices. The 
contest is built around “The Gold Rush” 
motif with agents pictured as being the 
“’49ers” who will be rewarded for out- 
standing sales results. The drive is in- 
ter-agency, the various agencies being 
matched against another with assigned 
production quotas, At the home office 
there has been erected a giant score- 
board bearing outlined gold bags for each 
agency, which have been marked off to 
indicate percentage of quotas. These will 
be filled in as the contest progresses. 
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Important Factor in gy 
Golden Jubilee Party 





W. C. CARTINHOUR, Chattanooga, Tenn, 


W. C. Cartinhour, vice-president and 
secretary of the Provident Life & Ac- 
cident of Chattanooga, took an active 
part in the golden jubilee ceremonies of 
the company at Lookout Mountain 
Hotel. He is a graduate of the Uni. 
versity of Kentucky. He entered the 
service of the Provident Life & Acci- 
dent, June 20, 1910, in the claim depart- 
ment and has been continuously with 
the organization. 








Brilliant Banquet 
Is Highlight 


(CONTINUED FROM PAGE 4) 


president Hamilton National Bank of 
Chattanooga, and former president 
American Bankers Association; Paul 
J. Kruesi, president Southern Ferro- 
Alloys Co. and former assistant Sec- 
retary of Commerce; Brock, 
president Brock Candy Company and 
former United States senator, and Jo C. 
Guild, president Tennessee Electric 
Power Co. 

Strickland Gillilan, the humorist, gave 
a talk and at the close recited his famous 
poem, “Off Again—On Again—Gone 
Again—Finnegan” 
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